What  makes  a 

•v- 

professional? 

— SGM  offers  challenge  to  commitment 


Editor's  note:  This  article  originally  appeared  in 
The  Michigan  Insider,  U.S.  Army  Recruiting 
Battalion  Lansing. 

What  sets  the  professional  above  the  average  non- 
commissioned officer?  The  answer  is  commit- 
ment! Commitment  is  not  an  NCO  who  talks  of  getting 
the  job  done  and  making  mission  box;  nor  a recruiter  who, 
when  asked  if  he  is  going  to  make  mission  box  this  month, 
answers,  “Roger  that,  sergeant  major,  airborne!”  Too 
often  these  NCOs,  the  talkers,  don’t  have  the  work  effort 
to  back  up  their  hollow  answer. 

The  professional,  above  average  non-commissioned 
officer,  is  one  whose  output  supports  the  talking,  whose 
confidence  and  bravado  is  supported  by  the  results.  If  a 
recruiting  station  has  the  following  characteristics,  I then 
have  a hard  time  believing  the  NCOs  in  that  station  are 
committed: 

■ Sitting  below  100  percent  for  last  year; 

■ Not  making  mission  for  the  present  and  previous 
month; 

■ No  effective  work  effort  being  implemented,  i.e., 
boiler  room  lead  generation; 

■ No  real  high  school  or  college  activities,  just  eye 
wash; 

■ No  planned  face-to-face; 

■ No  COI  development  being  undertaken. 

When  a recruiting  station  has  not  made  mission  in 
months  (lastFY  included),  and  I find  many  leads  (such  as 
ASVAB  or  Cinema  Pod  leads)  not  refined  or  called  be- 
cause it’s  too  tedious,  degrading  and  time  consuming, 
then  no  one  will  ever  convince  me  that  the  NCO  in  that 
recruiting  station  is  truly  committed.  If  a station’s  schools 
(colleges  and  high  schools)  have  not  been  visited  in  more 
than  a month;  the  station  is  sitting  at  28  percent  grad 
conversion  for  the  new  year  and  taking  only  30  percent 
DoD  last  year;  and  the  station  commander  doesn’t  visit 
the  schools  because  “it  doesn’t  work,”  I’ve  got  a news 
flash  for  that  station  commander!  With  last  year’s  produc- 
tion and  this  month’s  production,  what  he  is  doing  doesn’t 
work!! ! He  needs  to  go  back  to  the  basics  of  what  we  all 
were  taught.  No  amount  of  talking  will  ever  convince  me 
that  the  NCO  in  such  a recruiting  station  is  committed! 


You  should  notice  by  now  that  in  the  above  examples 
I have  not  said  those  NCOs  do  not  want  to  do  a good  job 
or  do  not  want  to  be  successful.  But,  there  is  a big 
difference  between  wanting  and  doing.  There  is  also  a 
difference  between  just  trying  to  survive  and  being  com- 
mitted to  getting  the  tasks  completed  properly.  We  must 
be  committed  to  reach  the  highest  levels  of  every  en- 
deavor. 

I challenge  you  to  respark  your  commitment  into  the 
true  fire  of  commitment  which  burns  within  all  of  us. 
Commitment  is  doing  everything  possible  and  doing  it 
with  integrity,  no  matter  what  the  hardship  or  hours  or 
work  involved.  Often  times,  because  we  don’t  do  the  right 
things  we  are  required  to  do  daily,  we  work  longer  hours 
and  that  only  puts  strain  on  the  family  unit.  I expect  all  of 
us  to  do  the  right  kind  of  work  we’ve  been  taught  to  do  so 
we  will  have  the  opportunity  to  enjoy  our  families. 

When  I visit  a recruiting  station,  I look  for  the  differ- 
ence between  just  trying  to  survive  and  commitment.  I 
look  for  that  in  my  first  sergeants,  station  commanders 
and  recruiters.  I look  for  the  difference  between  going 
through  the  motions,  skimming  the  surface  and  being 
committed.  There  certainly  is  a difference.  Will  I find  that 
commitment  in  you,  in  your  company,  and  in  your  station 
when  I come  to  visit? 

If  you  ever  want  to  reach  the  highest  levels  of  leader- 
ship within  the  Army,  you  must  be  totally  committed.  Not 
because  we  like  our  duty  assignments  but  because,  most 
importantly,  we  are  SOLDIERS!  You  will  find  that  as 
your  sergeant  major  I’m  hardest  on  those  I care  about  the 
most.  I do  care  about  you  all  as  much  as  my  own  family. 
We  are  all  in  the  same  command  and  we  are  all  soldiers. 
That  makes  us  all  family! 

Relight  that  fire  of  commitment.  Stop  just  trying  to 
survive.  Do  what  we’ve  taught  you  to  do  so  you  can  stop 
these  12-  to  16-hour  days.  Be  honest  about  your  day-to- 
day  work.  If  you  honestly  can  go  home  each  and  every 
day  and  say  you  did  all  of  what  you  were  taught  to  do, 
then  and  only  then  are  you  committed. 

Remember  — head,  heart,  hand  and  hear.  Let  valor  not 
fail! 

SGM  M.  F.  Whalen,  Lansing  Bn 
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The  way  I see  it ... . 

r ~ " : ) 

All  "The  Way  I See  It”  forms  received  by  the  USAREC  Chief  of  Staff  are  handled  promptly.  Those  that  are  signed 
and  include  a phone  number  will  receive  a phone  call  within  48  hours  of  receipt.  Those  with  addresses  will  re- 
ceive a written  response  approximately  3 weeks  from  receipt. 

A recruiter  writes: 

Change  is  upon  us.  We  recruiters  are  faced  with  drastic  change  each  and  every  time  a di- 
rective is  issued  down  from  USAREC,  brigade,  or  even  battalion.  I think  the  command  needs 
to  put  immediate  attention  to  the  salesbook.  Let  us  not  forget  that  the  name  of  the  game 
is  TSC  I-IIIA.  The  salesbook' s total  design  is  not  on  the  same  level  as  our  I-IIIA  market. 

It  bores  a qualified  applicant,  even  with  the  most  innovative  recruiter  at  the  helm!  What 
is  the  date  that  salesbook  was  fielded  and  what  TSC  category  was  it  designed  to  capture? 

If  you  are  so  blind  and  fooled  to  say  all  categories,  then  I think  you  need  to  wake  up  and 
smell  the  roses.  Until  we  start  waking  up,  stop  trying  to  avoid  reality,  and  stop  trying 
to  give  book  answers  instead  of  what's  really  happening  in  the  field,  we  will  never  become 
that  strong  recruiting  force.  We  need,  as  leaders,  to  start  easing  some  of  the  pain  off  of 
our  recruiters  in  all  ways  we  possibly  can  and  this  is  a major  way  that  we  can  start. 

The  Chief  of  Staff  responds: 

It  is  apparent  that  you  have  given  thought  to  how  we  can  improve  the  recruiting  process.  The  salesbook,  however,  is  not  a tool 
that  can  be  discarded.  The  salesbook  is  a tool  the  recruiter  uses  when  conducting  an  interview  with  a prospect.  When  used  prop- 
erly, it  provides  structure  for  the  recruiter.  It  allows  the  recruiter  to  use  visuals  as  he  tells  how  an  enlistment  or  a commission  can 
satisfy  any  felt  dissatisfaction,  need,  or  dominant  buying  motive  of  a prospect.  All  successful  salespeople  use  professional,  organ- 
ized presentation  aids  to  reinforce  their  sales  presentation,  adding  credibility  to  their  product  and  company.  Likewise,  our 
salesbook  reinforces  the  sales  presentation  and  adds  credence  to  the  sales  presentation. 

Salesbooks  are  not  specifically  directed  at  any  segment  of  the  market,  except  for  the  general  divisions  of  RA,  USAR,  and 
Nurse.  It  is  important  that  the  salesbook  be  personalized  by  each  recruiter  to  add  his  or  her  own  personality,  making  it  the  most  ef- 
fective sales  tool  possible.  The  salesbook  is,  therefore,  a reflection  of  the  sales  personality  of  the  recruiter.  If  it  is  boring  to  the 
recruiter’s  applicants,  the  recruiter  should  reexamine  how  it  has  been  personalized  and  improve  upon  it  to  make  it  effective. 

You  will  want  to  review  USAREC  Pam  350-7  and  USAREC  Pam  601-8-1  to  examine  your  sales  presentation  and  the  correct 
use  of  the  salesbook.  For  further  guidance,  request  assistance  from  your  company  first  sergeant  or  one  of  the  trainers. 

In  closing,  you  are  correct  when  you  state  that  “we  need  to  start  easing  some  of  the  pain  off  of  our  recruiters  in  all  ways  we 
possibly  can.”  A good  place  to  start  is  to  ensure  the  recruiter  is  using  the  salesbook  to  assist  in  selling  prospects  on  the  benefits  of 
an  enlistment  or  a commission  in  the  United  States  Army  or  Army  Reserve.  I would  like  to  thank  you  for  taking  the  time  to  use 
The  Way  I See  It. 

The  same  recruiter  continues: 

We  are  getting  stomped  by  other  services  severely  in  this  area.  Those  tank,  infantry, 
and  other  combat  arms  advertisements  are  dead  in  the  water.  Let's  start  putting  some  high 
tech  stuff  out  there  on  the  airways.  Let's  face  it  — the  majority  of  TSC  I-IIIAs  don't 
want  to  be  in  those  fields.  Let's  not  forget  these  TSC  I-IIIAs  are  college-oriented  from 
birth  to  present.  We  need  some  high  tech  stuff  to  capture  their  attention.  The  Navy  shows 
aircraft  carrier  electronics  excitement,  sailors  on  the  shore  of  an  exotic  port.  The  Air 
Force  is  showing  jets  in  a dog  fight  prevailing,  medical  personnel  doing  surgery.  The  Army 
is  showing  tanks  and  Bradleys  and  a female  in  the  field  setting  up  a communications  satel- 
lite, "We're  well  connected,  sergeant."  Wise  up,  we  are  getting  stomped. 

COL  John  C.  Myers,  director  of  Advertising  and  Public  Affairs,  HQ  USAREC, 
responds: 

Our  advertising  materials  are  designed  to  communicate  the  Army  benefits  that  research 
shows  quality  young  people  want  — primarily,  money  for  college,  skill  training  and  the  be- 
lief that  Army  service  is  a great  way  to  get  an  edge  on  life. 

The  advertising  must  also  showcase  the  Army  across  a range  of  skills,  using  various  sce- 
narios to  tell  the  story.  Although  “high  tech”  situations  are  frequently  featured,  the  fact  re- 
mains that  the  Army  is  comprised  primarily  of  combat  arms,  which  must  be  portrayed 
realistically  and  in  an  exciting  and  appealing  manner. 

“Unaided  recall”  surveys  show  Army  advertising  events  are  remembered  more  accurately 
and  more  often  by  readers  and  viewers  than  any  other  service.  This  is  what  counts. 
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Wanted:  Army  broad- 
casters 

I You  remember  what  a voice  au- 
dition is,  right?  It’s  that  procedure 
you  hassle  with  in  order  to  qualify 
someone  for  MOS  46R,  broadcast 
journalist,  and  the  Army  needs 
them  badly  — now! 

It’s  an  attractive  MOS.  Civilian 
colleges,  universities  and  trade 
schools  are  turning  out  thousands 
of  “mass  communications”  and 
“broadcast”  graduates  each  year  — 
many  of  whom  can’t  find  jobs  in 
the  overcrowded  civilian  radio  and 
TV  market.  Entry-level  civilian 
broadcast  jobs  often  pay  only  mini- 
mum wage  — much  lower  than 
what  an  Army  specialist  earns. 

Even  without  the  $2,000  enlist- 
ment bonus  and  the  Army  College 
Fund,  this  MOS  should  sell  fast. 

As  of  February,  we’ve  filled 
only  3 1 percent  of  FY  93  quotas. 
Army-wide  the  MOS  is  operating 
at  41  percent  strength  at  Skill 
Level  1 . That’s  a major  problem  to 
public  affairs  offices  and  TOE 
units  as  well  as  the  Armed  Forces 
Radio  and  Television  Service  that 
provides  that  touch  of  home  to  sol- 
diers stationed  overseas. 

Please  take  the  time  to  give  the 
voice  audition  to  all  interested  re- 
cruits. It’s  really  a simple  proce- 
dure that  requires  only  a script  and 
a cassette  tape  recorder.  Instruc- 
tions are  clear,  and  we  can  have  the 
results  back  to  you  within  a few 
days. 

Because  of  the  recent  changes  at 
the  Defense  Information  School, 
you  need  to  change  the  address  in 
your  instruction  packet.  Mail  tapes 
to: 

Commandant 

Defense  Information  School 
ATTN:  ATSX-B  (Voice  Audition) 
Fort  Harrison,  IN  46216-6200 


There’s  also  a new  phone  num- 
ber to  call  for  audition  results: 
DSN  699-4071  or  commercial 
(317)  542-4071/4073. 

By  the  way,  if  you  don’t  have 
the  voice  audition  scripts  and  in- 
struction packet,  give  us  a call  at 
DSN  699-4124  or  commercial 
(317)  542-4124.  We’ll  fix  you 
right  up. 


Soldiers  give  new  PT 
trunks  high  rating 

I Soldiers  are  giving  a new-style 
physical  training  trunks  an  A-plus. 
In  a recent  study,  soldiers  rated  the 
current  PT  uniform  trunks  and  a 
longer-legged  version  on  the  basis 
of  modesty,  appearance,  and  com- 
fort. The  lengthened  shorts  out- 
ranked the  current  shorts  in  each  of 
the  categories. 

Soldiers  will  be  able  to  buy  the 
new  trunks  sometime  in  April,  ac- 
cording to  logistics  officials.  They 
will  become  a basic  issue  item  in 
the  upcoming  summer  months. 
There  is  no  mandatory  possession 
date  for  soldiers;  as  old  shorts  wear 
out  and  run  out  at  clothing  sales 
stores,  they  will  be  replaced  by  the 
longer  trunks. 

No  price  for  the  new  item  has 
been  set,  but  officials  say  the  new 


trunks  are  expected  to  run  a few 
cents  more  than  the  current  version. 

ARNEWS 

New  dental  plan 
takes  effect  April  1 

I The  Defense  Department’s 
new,  expanded  dental  insurance 
plan  for  military  family  members 
will  take  effect  on  April  1.  In  addi- 
tion to  current  benefits,  the  new 
Dependents’  Dental  Plan  will  offer 
treatment  for  endodontics,  peri- 
odontics, prosthodontics,  oral  sur- 
gery, and  orthodontics. 

The  plan  allows  for  annual  maxi- 
mum coverage  of  $1,000  per  fam- 
ily member  for  non-orthodontics 
and  a lifetime  maximum  coverage 
of  $1,200  per  family  member  for 
orthodontics.  The  DDP  monthly 
premium  will  increase  to  $9.65  for 
one  family  member  and  $19.30  per 
month  for  two  or  more  family 
members.  Active  duty  soldiers 
with  family  members,  stationed  in 
the  continental  United  States,  the 
Virgin  Islands,  Guam  and  Puerto 
Rico,  who  have  at  least  24  months 
remaining  service  obligation,  will 
automatically  be  enrolled. 

The  first  dental  premium  will  be 
deducted  from  the  sponsor’s  March 
leave  and  earnings  statement.  Sol- 
diers who  do  not  wish  to  partici- 
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pate  in  the  program  have  4 months 
to  disenroll  and  receive  full  reim- 
bursement of  premiums  deducted, 
as  long  as  the  program  goes  unused. 

SGLI  ‘by  law ’ moves 
to  ‘ byname ’ 

■ A proposal  to  ban  the  “by  law” 
designation  of  beneficiaries  under 
the  Servicemen’s  Group  Life  Insur- 
ance program  has  received  ap- 
proval from  the  Army  chief  of  staff. 
Soldiers  must  now  designate  pri- 
mary and  contingent  beneficiaries 
“by  name”  on  the  new  SGLI  regis- 
tration form  — SGLV-8286,  dated 
November  1992. 

JAG  officials  recommend  that 
soldiers  provide  the  address  and  so- 
cial security  number  of  each  benefi- 
ciary to  help  locate  beneficiaries 
promptly  after  the  soldier’s  death. 
However,  the  form  may  be  filled 
out  without  that  information. 

Soldiers  who  currently  hold  the 
“by  law”  designation  on  their  SGLI 
registration  form  are  not  im- 
mediately required  to  change  that 
designation.  The  changeover  to  by- 
name entries  can  be  made  as  sol- 
diers routinely  update  their  forms. 

ARNEWS 

Early  retirement  pro- 
grams begin 

I Secretary  of  Defense  Les  Aspin 
has  directed  the  services  to  begin 
early  retirement  programs  for  se- 
lected active-duty  members  with 
more  than  15  but  less  than  20  years 
of  service.  Aspin’s  March  11  deci- 
sion supports  the  president’s  de- 
fense conversion  initiative. 

The  program  is  not  an  entitle- 
ment, Defense  Department  officials 
stressed.  The  secretary  of  the  Army 
will  prescribe  regulations  and  poli- 
cies on  program  eligibility.  Criteria 
may  include  such  factors  as  grade, 
years  of  service  and  skill.  Eligible 


members  nearest  to  20  years  of  ser- 
vice generally  will  be  offered  the 
program  first,  officials  said. 

Members  approved  for  early  re- 
tirement will  receive  the  same  ben- 
efits as  those  with  20  or  more  years 
of  service.  However,  retirement 
pay  will  be  reduced  as  determined 
by  the  Fiscal  1993  Defense  Autho- 
rization Act.  The  authority  expires 
Oct.  1, 1995. 

The  secretary  approved  the  pro- 
gram to  help  avoid  involuntary  sep- 
arations during  the  drawdown, 
according  to  Defense  Department 
officials.  They  expect  the  program 
to  help  DoD  achieve  its  two  over- 
arching goals  during  the  drawdown 
— maintaining  readiness  and  treat- 
ing members  fairly. 

ARNEWS 

Top  NCO  leadership 
courses  see  revision 

I Soldiers  working  their  way 
through  the  upper  enlisted  ranks 
will  be  affected  by  some  recent  de- 
velopments in  the  two  top  NCO 
leader  development  programs  at 
the  U.S.  Army  Sergeants  Major 
Academy  at  Fort  Bliss,  Texas.  The 
Sergeants  Major  Course  has  been 
lengthened  from  6 months  to  9, 
and  completion  of  the  First  Ser- 
geants Course  will  become  a pre- 
requisite for  all  soldiers  chosen  to 
assume  first  sergeant  duties. 

The  lengthened  Sergeants  Major 
Course  is  slated  for  implementa- 
tion as  early  as  August  1996.  The 
resident  course  will  be  conducted 
once,  instead  of  twice,  a year.  The 
non-resident  course  will  remain  a 2- 
year  program,  but  will  implement  a 
3-week  resident  phase  instead  of 
the  current  2. 

The  extended  program  will  also 
make  it  possible  for  the  academy  to 
offer  qualified  students  the  opportu- 
nity to  complete  the  Master  Fitness 


Trainer  Course.  To  better  meet  the 
needs  of  resident  students’  fami- 
lies, dependent  children  may  attend 
local  schools  for  the  full  academic 
year.  On-post  housing  is  also  ex- 
pected to  be  available  to  resident 
academy  attendees. 

Regarding  the  First  Sergeants 
Course,  only  40  percent  of  active- 
duty  first  sergeants  have  attended 
the  5-week  program,  officials  said. 
The  decision  to  make  the  program 
mandatory  for  all  first-time  first 
sergeants  prior  to  assuming  those 
duties  will  go  into  effect  May  1. 

An  even  smaller  percentage  of 
Reserve  Component  first  sergeants 
had  attended  the  RC  version  of  the 
course  taught  at  several  RC 
schools.  RC  soldiers  must  now 
complete  the  program  within  1 
year,  beginning  6 months  prior  to 
their  assumption  of  duties  as  first 
sergeant. 

ARNEWS 

Aspin  announces 
BRAC  actions 

I Defense  Secretary  Les  Aspin 
recommended  closure  of  3 1 major 
military  installations  and  realign- 
ment of  12  others  in  an  announce- 
ment to  the  BRAC  Commission 
March  12.  The  following  are  the 
Army  installations  recommended 
for  closure,  realignment  or  disestab- 
lishment: 

Major  Army  base  closures:  Fort 
McClellan,  Ala.,  and  Vint  Hill 
Farms,  Va. 

Major  Army  base  realignments: 
Fort  Monmouth,  N.J.;  Letterkenny 
Army  Depot,  Pa.;  Tooele  Army 
Depot,  Utah;  and  Fort  Belvoir,  Va. 

There  are  no  Army  data  process- 
ing centers  on  the  list  and  no  Army 
smaller  base  or  activity  closures,  re- 
alignments, disestablishments  or  re- 
locations. 

ARNEWS 
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Building  bridges 
is  the  key 


With  the  advent  of  the  new  model  of  selling  (Re- 
cruiter Journal,  July  1991)  the  most  important 
part  of  the  interview  became  asking  the  right  questions 
and  listening  to  what  the  prospect  had  to  say.  This 
accomplishes  several  things,  the  most  important  of 
which  is  that  it  allows  you  to  establish  a trust  bond  with 
your  prospect.  Asking  the  right  questions  and  listening 
to  your  prospect  builds  the  friendship  factor  ( Recruiter 
Journal,  August  1991),  allowing  the  prospect  to  estab- 
lish a positive  attitude  toward  you  and  your  product.  Re- 
member, prospects  will  not  buy  anything  from  you  until 
they  are  convinced  that  you  are  their  friend  and  that 
you  are  genuinely  acting  in  their  best  interest. 

Asking  the  right  questions  is  vital  to  professional 
selling  for  another  reason:  it  allows  you  to  discover 


the  features  and  benefits  of  an  enlistment  or  a commis- 
sion the  most  dynamic  part  of  your  sales  interview. 

As  stated,  asking  the  right  questions  allows  you  to 
develop  a bond  of  mutual  trust  between  you  and  your 
prospect  while  allowing  you  to  discover  his  or  her 
needs  and  interests.  This  enables  you  to  determine  the 
reason  why  he  or  she  should  enlist.  The  prequalification 
of  your  prospect  allows  you  to  determine  how  you  can 
satisfy  his  or  her  needs.  Now  it’s  time  to  arouse  your 
prospect’s  interest,  and  the  most  effective  way  to  do 
this  is  through  presenting  the  facts  of  your  product  in 
terms  of  what  they  will  do  for  the  prospect.  Proving 
these  facts  with  the  use  of  evidence  convinces  your 
prospect  that  he  or  she  should  buy.  But  unless  you  can 
arouse  interest  by  presenting  facts  in  terms  of  what  they 


because  what  this  means  to  you  is  and  the  real  benefit  to  you  is 


General 


Line  of  Motion 


Specific 


your  prospect’s  dominant  buying  motive,  the  area 
where  he  or  she  feels  dissatisfied  with  his  or  her  current 
conditions  and  wants  improvement.  It’s  critical  that  you 
find  this  need,  for  if  there  is  no  need,  there  can  be  no 
sale. 

Once  you  have  discovered  this  area  of  need,  you  are 
ready  for  the  “meat”  of  your  presentation  — presenting 
the  features  and  benefits  of  an  enlistment  or  a commis- 
sion into  the  Army  or  the  Army  Reserve.  Top  sales  pro- 
fessionals know  that  a well-rehearsed,  strategic 
approach  to  this  very  important  step  of  the  sales  presen- 
tation is  what  guarantees  their  success.  To  guarantee 
your  success,  you,  too,  must  have  a well-rehearsed,  stra- 
tegic approach  to  this  part  of  your  interview.  Let’s  ex- 
amine a technique  that  can  make  your  presentation  of 


will  do  for  your  prospect  or  how  the  prospect  will  bene- 
fit from  them,  you  won’t  get  a chance  to  provide  your 
evidence  and  no  sale  will  be  made. 

How  can  you  be  sure  your  prospect  sees  the  right 
benefit  and  knows  what  it  will  do  for  him?  First,  re- 
member that  a prospect  cannot  be  convinced  that  an  en- 
listment or  a commission  is  the  best  option  available  to 
solve  his  or  her  problem  until  he  knows  what  it  is,  how 
it  will  benefit  him,  and  that  you  can  prove  it.  Once  you 
know  this,  begin  the  “meat”  of  your  interview  by  stat- 
ing a claim. 

A claim  is  a fact  or  a benefit  that  has  yet  to  be 
proved  in  the  prospect’s  mind.  Since  it’s  not  yet  proven 
in  your  prospect’s  mind,  a claim  means  nothing  when 
stated  by  itself.  It  is  very  general  in  nature,  and  does  not 
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carry  much  weight  with  the  prospect. 

Next,  give  your  prospect  one  fact  about  your  prod- 
uct. Likewise,  stating  a fact  by  itself  means  nothing. 
While  it’s  more  specific  than  a claim,  it’s  still  general 
in  nature.  Since  it  still  isn’t  personalized,  it  doesn’t 
carry  much  weight  and  doesn’t  mean  much  to  the  pros- 
pect. So  present  it  in  a big  way;  wrap  it  up  with  bene- 
fits. Your  prospect  is  only  interested  in  the  benefits  of 
an  enlistment  or  a commission.  A benefit  is  an  advan- 
tage that  has  been  personalized  to  the  prospect’s  buying 
motive.  What  the  product  will  do  for  him  is  what  con- 
vinces him  that  he  is  justified  in  making  a positive  buy- 
ing decision. 

Give  at  least  two  bene- 
fits for  each  fact.  The  first 
benefit  should  be  a positive 
advantage  that  your  prod- 
uct has  for  your  prospect 
(what  it  means  to  him).  The 
second  one  should  be  what 
is  called  a buyer’s  benefit. 

This  is  an  extra  positive  ad- 
vantage that  appeals  to 
your  prospect’s  emotions. 

Since  all  buying  decisions 
are  emotional,  using  a buyer’s  benefit  is  an  extremely 
powerful  tool. 

Make  sure  your  prospect  understands  each  benefit 
and  how  it  will  satisfy  his  needs.  This  understanding 
must  happen  if  your  sales  presentation  is  to  be  success- 
ful. To  make  this  happen,  the  number  one  key  is  to  tie 
the  claim,  fact,  and  benefits  together  using  bridges. 
Bridges  are  words  or  group  of  words  that  smoothly  get 
you  from  one  area  to  another  in  your  sales  conversation. 

The  bridge  to  use  to  tie  your  claim  to  a fact  is  the 
word  “because.”  Whenever  you  say  “because”  in  any 
conversation,  you  are  about  to  state  a fact.  This  is  a 
very  smooth  and  natural  bridge  that  leads  you  logically 
into  the  next  part  of  your  sentence. 

A bridge  tying  the  fact  to  the  first  positive  advantage 
benefit  must  personalize  the  benefit  to  the  prospect  and 
let  him  know  that  what  you  are  about  to  say  has  mean- 
ing to  his  individual  need.  The  phrase  to  use  here  is, 
“What  this  means  to  you  is  . . . .”  This  phrase  openly 
lets  the  prospect  know  that  you  are  going  to  tell  him 
something  that  will  affect  him  in  some  manner. 

Use  the  bridge,  “and  the  real  benefit  to  you  is,”  to  tie 
the  positive  advantage  benefit  to  the  buyer’s  benefit.  Be 
sure  that  the  buyer’s  benefit  is  one  that  appeals  to  the 
prospect’s  emotions. 


Now  let’s  look  at  this  presentation  method  with  the 
bridges  in  place.  The  following  are  two  examples  using 
this  technique. 

Example  One:  “Mr.  Prospect,  the  Army  cares 
about  your  goal  of  receiving  technical  training  . . . 
(bridge)  because  we  have  the  Guaranteed  Training  of 
Choice  Enlistment  Option.  (Bridge)  What  this  means 
to  you  is  that  your  training  will  be  guaranteed  in  writ- 
ing in  your  contract,  (bridge)  and  the  real  benefit  to 
you  is  that  you  will  be  happy  and  secure  knowing  ex- 
actly what  training  you  will  receive  and  what  opportuni- 
ties will  be  available  to  you  as  a result  of  that  training. 

Let  me  show  you  what  I 
mean  . . . (continue  by  pro- 
viding evidence)." 

Example  Two:  “Mr. 
Prospect,  the  Army  Re- 
serve cares  about  your 
having  the  funds  to  com- 
plete your  education 
(bridge)  because  we  have 
the  Montgomery  G.I.  Bill. 
(Bridge)  What  this 
means  to  you  is  that  once 
you  complete  the  require- 
ments and  become  eligible,  you  will  receive  an  extra 
$170.00  tax  free  each  and  every  month  as  you  go  to 
school  as  a full-time  student,  (bridge)  and  the  real 
benefit  to  you  is  that  while  your  peers  are  seeking  that 
extra  part  time  job  to  earn  the  money  necessary  to  com- 
plete their  education,  you  will  have  extra  time  to  be  at 
home  or  to  do  whatever  you  want  to  do.  You  will  be  in- 
control of  your  own  destiny,  able  to  make  your  own 
choices.  You  won’t  need  that  extra  part-time  job  be- 
cause you  have  the  Army  Reserve  and  the  Montgomery 
GI  Bill.  Let  me  show  you  what  I mean  . . . (continue  by 
providing  evidence)." 

All  sales  presentations  must  be  organized  from  the 
general  to  the  specific.  This  funnels  the  prospect’s 
thoughts  from  the  claim  to  the  emotional  benefit  re- 
ceived if  the  product  is  purchased. 

Since  all  buying  decisions  are  based  on  emotions, 
channeling  a fact  or  a feature  from  the  general  to  the 
prospect’s  specific  emotion  is  necessary.  The  key  is  to 
place  the  proper  bridges  between  the  claim,  the  fact, 
and  the  benefits. 

SFC  Dennis  Margheim,  HQ  USAREC  Training 

(This  month’ s Training  Tip  can  be  found  on  the  in- 
side back  cover.) 


If  you  can’t  think  of  two 
customer  benefits  for  a 
fact,  the  fact  really  isn’t 
worth  talking  about 

— Lee  DuBois 
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Restore  Hope 


Once  again,  U.S.  military  ser- 
vice members  have  done  a 
tremendous  job  for  our  country 
— this  time  as  members  of  Oper- 
ation Restore  Hope,  providing 
humanitarian  aid  to  drought- 
stricken,  war- 
torn  Somalia. 

Now  recruiters, 
educators,  and 
A&PA  profes- 
sionals have 
the  opportu- 
nity to  high- 
light Restore 
Hope  soldiers 
as  they  return 
to  their  home- 
towns on  leave. 

The  Home- 
town Recruiter 
Assistance  Pro- 
gram is  an 
ideal  opportu- 
nity for  Re- 
store Hope  sol- 
diers to  provide  exposure  for 
communities  that  are  receptive. 
Somalia  soldiers  may  also  hold 
the  key  to  re-entry  in  some 
schools  that  have  been  closed  to 
recruiters  in  the  past.  HRAP  sol- 
diers have  ties  to  these  commu- 
nities and  schools  that  do  not 
have  to  be  developed. 

Advertising  and  Public  Af- 
fairs specialists  will  screen  re- 
turning Somalia  HRAP  soldiers, 
and  will  help  find  opportunities 
for  those  articulate  soldiers  to 


speak  to  local  groups  and  orga- 
nizations about  their  experi- 
ences in  Somalia.  By  telling  their 
communities  how  much  their 
Restore  Hope  involvement 
meant  to  the  people  of  Somalia, 


HRAP  soldiers  also  tell  their 
communities  the  value  of  their 
military  service.  HRAP  soldiers 
should  also  communicate  the 
value  that  Army  recruiters  bring 
to  high  school  students  and  to 
the  community. 

Somalia  HRAP  soldiers  who 
have  college  or  training  benefits 
should  speak  to  their  communi- 
ties about  their  future  plans 
based  on  those  benefits.  By  shar- 
ing their  experiences,  these  sol- 
diers will  increase  their 


community's  awareness  of  the 
Army  and  its  benefits.  Military 
experience  in  itself  offers  oppor- 
tunities for  challenge  and 
growth;  soldiers  returning  to 
their  hometowns  can  explain 
this  in  unique 
ways  to  sympa- 
thetic audiences,  as 
well  as  to  the 
media. 

Hometown, 

U.S. A.,  is  always  in- 
terested in  exotic 
places.  HRAP  sol- 
diers not  only  have 
traveled  to  a far-off 
land,  they  have  pro- 
vided life-saving 
aid  to  a helpless 
people,  actions  that 
emphasize  Army 
values  of  honor- 
able service  to 
country,  commit- 
ment to  world 
peace,  and  assistance  with 
global  crises. 

The  basics  of  the  HRAP 
haven't  changed;  the  program 
now  allows  soldiers  returning 
from  Somalia  to  take  advantage 
of  it.  POC  for  HRAP  policy  at 
HQ  USAREC  is  SSG  Owens,l- 
800-  223-3735,  ext.  4-0814.  Ques- 
tions on  public  affairs  guidance 
should  be  addressed  to  MAJ 
Leahy,  HQ  USAREC  A&PA,  at 
1-800-223-3735,  ext.  4-0523. 

Kathleen  Welker,  RJ  editor 


A U.S.  Army  soldier  assists  in  restoring  hope  in  Somalia.  (Photo  by 
the  Joint  Combat  Camera  Crew) 
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et  the  RPIs 
you  need 


— how  the  system  works  for  you 


Getting  the  RPIs  you  need  is  a simple  process. 
Really!  Here’s  a primer  on  how  the  system 
works  and  what  recruiters  should  do  to  keep 
their  display  racks  stocked. 

The  most  important  step  is  correctly  filling  out  the 
requisition  card,  RPI  099.  Up  to  18  different  RPIs  can  be 
ordered  with  one  card.  Each  card  must  include  the  five- 
digit RPI  account  number,  nine-digit  ZIP  code,  recruiting 
station  address  and  telephone  number. 

Be  careful  when  writing  in  figures  for  the  quantity  of 
RPIs  wanted.  The  numbers  placed  in  the  boxes  should 
indicate  packages , not  total  RPIs.  RPIs  usually  come  in 
packages  of  25, 50  or  100. 

For  example,  if  you  want  200  copies  of  RPI  227,  Army 
Combat  Arms,  write  in  “0002,”  since  that  pamphlet 
comes  in  packages  of  100.  Don’t  forget  to  precede  the 
quantity  with  zeroes  to  fill  in  all  spaces  on  the  card. 

You  can  find  out  how  RPIs  are  packaged  by  referring 
to  the  RPI  Status  Sheet,  which  is  distributed  every  month 
to  two  months  (depending  on  the  program).  This  list  also 
indicates  those  RPIs  that  will  not  be  reprinted  (usually 
because  of  program  changes),  and  which  RPIs  are  cur- 
rently out  of  stock,  a critical  point  to  be  discussed  later. 

Additionally,  the  status  sheet  identifies  the  Maximum 
Authorized  Quantity  (MAQ)  of  each  RPI  that  can  be 
ordered  at  one  time.  For  RPI  227,  the  MAQ  is  two. 
Requests  above  the  MAQ  will  be  reduced  to  the  MAQ, 
with  one  exception. 

For  special  events,  such  as  state  fairs  or  conventions, 
you  can  order  up  to  10  times  the  MAQ.  Be  sure  to  color 


in  the  “Special”  circle  on  the  front  of  the  requisition  card 
and  write  in  a short  justification  on  the  back. 

One  important  point  — don’t  use  the  status  sheet  to 
order  RPIs.  It’s  an  informational  tool  only. 

Mail  requisition  cards  to  HQ  USAREC,  ATTN: 
RCAPA-PC/Print,  Building  6579,  Room  108,  Fort  Knox, 
KY  40121.  About  a month  later,  call  the  Production 
Control  Print  Branch,  DSN  464-0507/0526  or  commer- 
cial (502)  624-0507/0526,  to  ensure  your  card  was  re- 
ceived and  has  been  processed.  You  should  receive  RPIs 
about  8 weeks  after  mailing  the  requisition  card. 

To  help  you  shop  for  RPIs,  an  RPI  Bulletin  is  published 
annually.  It  gives  a visual  and  narrative  description  of 
available  RPIs.  The  current  bulletin  was  published  in 
October  1992. 

When  a new  RPI  is  printed  or  a major  revision  is  made 
on  an  existing  RPI,  an  initial  distribution  is  made  directly 

Special  requisitions 
are  not  processed 
any  faster  than 
regular  requests. 

So  plan  ahead. 


8 


Recruiter  Journal 


ACCOUNT  NR  j (SUE  j 

z|6|^|SiS| 

. ‘ ! 

© 

© 

© 

© 

© 

© 

© 

© 

© 

© 

i 

FPj  # | QUA>~TY  j 


Z\% ■ '*\0I0':0>'.Z\ 


PC’  jj 

GCANTTY 

<\ 

0 

s 

0 0 0|!2.l 

j ZPCOOE  j 

fci  1 1 %\<t\ » I 


rp: 


quantity  i rpi  # i quantity 


s i z'z i T ! c 

9 DIGIT  | 


0!  2 

i f.p;  # 

QUANTITY 

! 2.!  3 k 

0j0 

0 

2. 

RPt  # 

QUANTITY 

h 

ll 

7 

^0 

0 2. 

RP!  # 

QUANTT7V 

2 3j5 

/S\0\0\'L. 

RPI  # 

QUANTTTY 

3.  3h 

0 0 0:«f 

RP!  ? 

QUANTITY  | 

uEZ 

RPJ  # ! QUANTITY 


X > 


? I0l0j0h 


RP!  # | QUANTTT 

2. 

* 

0 

012- 

F.P!  3 i QUANTITY  ] 

RPI  #■  { QUANTTT Y ! 

j RP!  3 | QUANTITY  j 

FPI  * 

QUANTT 

jHyi0!0jzj 

h ;0'!0i0'j  0;  0:Z.j 

h!0i/  i0;0i0!2.j 

*1 101? 

0j  0,  0 2. 

RP!  ? 1 QUANTITY 


‘i  U|3  l£  <t>\d>\  2 


RP1 

* j QUANTITY 

| RP!  # ! QUANTITY  i 

ill 

10(0!/$  :2- 

j 7|  0 ;0  ! 0 !0  :0 

2- 

Routine  requisition  (RPI 099  front) 


j ACCOUNT  NR  f 

sue;  | zip  code  j ! rp;  § i quant tty  * 

i RP!  # i QUANTITY  ! j RP;  * { QUANTITY  j 

\ UUUj  1 ! 4 j p • hishU!^ 

1 !0|  h h k ! 0i0 i 1 !0i  \z\-*\6\&\0 

I j 

© 

© 

© 

CD 

© 

© 

© 

© 

© 

© 


i zi  s \-b  It]  c 

S DIGIT  'A 

L 


j RPI  * | QUANTITY  1 

RPi  s' 

QUANTT' 

! 2. j 3 ? |0|  010!^! 

uJ 

liU 

0 

010  5 ! 

-Pi  * i QUAN  i TTY 


I R°!  # | QUANTITY 

^y!0l0 

0 0 

£j 

! RPi  # 

QUANTIT;  ; 

7 

1 

0 0 

0!5! 

I?l 


QUANTITY 


RP!  # 

QUANTITY 

ml 

0 0!  I 1 0j 

R=f  GUANTTY 


rp:  # 


QUANTITY 


RP!# 

QUANTITY  ] 

L 

_ 

Ti  : 

QUANTITY 


rpi  a 

QUANTITY 

r 
,1, . 

RP!  a 1 GUANTTY  ■ 

i 

! 1 

i r 


F.P1 

ft  ! CU'ANTTTY  | 

RPi  # 

QUANTITY  | 

1 

1 

| 

j 

Special  requisition  (RPI  099  front) 


Date  

Unft  THItv  M-'S-  ARW  ggcfiumufr- 
Atke^siiuV  svJ  ytTH  ■sTRecr 
ccirVSiiie  


Cfty:~r^PE<A 


. Stale: 


2p  Cedar  _ £ L (o  1 4 ~ 2*5.3?- 

Telephone  fcj(  <U3  ) 

From:  Ocle  One 

TCTG:  BDS  BN  ) 

USAR  Reed  ANC/SGO 

Other, - ___ 

*U£  OOVEaWMEVT  fTOWTlWO  OfrJCE  1881  5M-S75 


INSTRUCTIONS  - FILL  IN 

1.  Yotr  5 <5git  Numeric  Account  Number. 

2.  SUB  (OptlcnaO  If  ordering  for  a sub  unit 

3.  Yotr  9 digit  Zip  Code.  • ~ 

4.  F3  in  cirde  if  ordering  a special  r - ' 

(Must  FIB  In  Justification  Below) 


SAMPLE 


| RPI  # 

QUANTITY 

hii 

2 

O 

O 

O 

6 

Justification  For  Spedai  Requisition; 
Cou(-66-g  cxrteeft  Faiiz 


Special  requisition  (RPI  099  back) 


April  1993 


9 


n pi  ooQ  I , jint  nr.oiJisinoM  ",li,v<|  iipi  neouismoM 

MAY  HOt  C,M,(>  '•uv  '"'-'l  C«l|> 


from  the  printer  to  RPI  account  holders.  The  remaining 
stock  is  sent  to  the  Publications  Center,  St.  Louis. 

Some  important  points  you  should  remember: 
Recruiting  stations  are  to  maintain  a 3-month 
stockage  level  of  RPIs.  So  order  often,  but  don’t 
horde,  because  that  can  throw  off  reprint  dates, 
among  other  problems. 

Submit  changes  of  address  in  writing,  through 
channels,  to  the  Print  Branch,  HQ  USAREC.  For 
best  results,  submit  the  in- 
formation at  least  30  days 
before  the  effective  date  of 
the  change. 

■ Notify  the  local  post  office 
of  a change  in  address. 

■ Special  requisitions  are 
not  processed  any  faster 
than  regular  requests.  So 
plan  ahead. 

■ Do  not  contact  the  Publica- 
tions Center  in  St.  Louis 
directly. 

Now,  back  to  the  zero  balance 
issue.  Requisitions  are  destroyed 
for  RPIs  temporarily  out  of  stock 
(that’s  the  “black  hole”  you  knew 
existed).  Requisitions  are  not  kept 
on  file  until  the  RPI  is  reprinted. 

Therefore,  you  must  check  the 
RPI  Status  Sheet  before  mailing 
each  requisition.  If  the  RPI  goes 
zero  balance  after  you’ve  submitted  a request,  then  reor- 
der. Unfortunately,  the  requisition  system  is  too  large  and 
understaffed  to  provide  cancellation  cards  to  account 
holders,  as  done  in  the  Army  supply  system. 

If  ever  in  doubt  about  a requisition,  call  the  Print 
Branch  at  HQ  USAREC.  And  do  it  soon.  Records  are 
often  destroyed  after  3 months. 

Joyce  Carter,  supply  specialist  in  the  Print  Branch, 
reviews  all  requisition  cards  for  obvious  errors  and  makes 
corrections  when  possible.  She  often  calls  units  for  clari- 
fication. 

Carter  says  the  most  common  mistakes  are: 

Omitting  the  RPI  account  number  and/or  address 
(if  identification  is  impossible,  the  card  is  de- 
stroyed). 

■ Using  the  RSID  number  in  the  place  of  the  RPI 
account  number. 

■ Putting  the  total  number  of  RPIs  wanted  in  the 
quantity  blocks  instead  of  the  number  of  packages. 

m Omitting  a justification  for  special  events. 

“If  you  have  any  questions  about  filling  out  the  card, 
call  me,”  says  Carter.  Or  refer  to  USAREC  Reg  360-2. 


Carter  emphasizes  changes  of  address  cannot  be  called 
in  or,  as  commonly  done,  made  on  a requisition  card. 
Again,  a written  memo  is  required. 

After  Carter  reviews  the  cards,  they  are  keypunched 
and  sent  electronically  to  the  US  Army  Publications  and 
Printing  Command  in  Virginia,  which  edits  the  requests. 
Valid  requisitions  are  sent  to  the  Publications  Center  for 
distribution.  Rejected  requisitions  are  returned  to  HQ 
USAREC,  where  Carter  again  tries  to  salvage  them. 


“It’s  not  a perfect  system,  but  it  will  work  for  you,”  says 
Bob  Ventrella,  inventory  management  specialist  in  the 
Print  Branch.  “Your  best  chances  for  success  are  to  order 
on  a regular  basis  and  to  keep  your  address  current.” 

Evidence  of  the  system’s  imperfections  occurred  late 
last  summer  when  a computer  glitch  destroyed  a signifi- 
cant number  of  RPI  requisitions.  A message  was  sent  to 
the  field  asking  recruiters  to  reorder.  And  a delay  involv- 
ing the  keypunching  contract  added  weeks  to  requisitions 
submitted  at  the  end  of  1992. 

V entrella  will  help  a recruiter  with  “RPI  care  packages” 
from  the  limited  stock  kept  at  HQ  USAREC,  but  such  help 
is  intended  only  to  offset  valid  requests  delayed  at  no  fault 
of  the  recruiter. 

Keep  in  mind  Ventrella  and  Carter  have  their  hands 
full.  One  option  is  to  borrow  RPIs  from  another  recruiting 
station. 

“We  get  50  calls  a day  from  the  field,”  says  Ventrella. 
“We’re  here  to  help,  but  it’s  critical  that  each  recruiter 
does  his  or  her  part.” 

MAJ  Mike  Burbach,  HQ  USAREC  A&PA 


Bob  Ventrella  contends  with  RPI  requests  on  a daily  basis. 
(Photo  by  Steve  Lambert) 
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Questions  and  Answers 


Q:  What  kind  of  education  can 
this  money  be  used  for  — junior 
colleges  and  vo-tech  schools,  or 
only  4-year  colleges  and  univer- 
sities? 

A:  All  of  the  above  as  long  as 
it’s  a VA-approved  school. 

Money  is  allocated  for  a 4-year 
(academic)  period. 

Q:  The  Gl  Bill  requires  a contri- 
bution from  the  soldier.  Does  the 
soldier  pay  anything  toward  the 
Army  College  Fund? 

A:  No.  $1,200  ($100  per  month 
for  12  consecutive  months)  is 
collected  through  payroll  deduc- 
tions for  the  Gl  Bill,  to  which  the 
Army  College  Fund  is  added. 

Q:  What  happens  to  that 
money  if  the  soldier  does  not 
use  it  for  education? 

A:  Law  requires  that  the  soldier 
forfeit  the  $1 ,200  contribution  if 
it  is  not  used  for  education. 

Q:  How  many  years  after  leav- 
ing the  Army  do  you  have  to  use 
the  college  money? 

A:  Educational  work  must  be  fin- 
ished within  10  years  after  sepa- 
ration from  the  Army. 

Q:  Are  all  soldiers  eligible  for 
the  Army  College  Fund? 

A:  No.  To  be  eligible  one  must 
be  a high  school  diploma  gradu- 
ate, score  50  or  above  on  the 
Armed  Forces  Qualification  Test, 
and  enlist  for  certain  designated 
critical  jobs. 

Q:  How  many  eligible  soldiers 
usually  participate  in  the  pro- 
gram? 

A:  In  FY  92,  44  percent  of  the 
eligible  recruits  chose  the  ACF 
as  their  enlistment  option. 

Q:  Why  would  any  soldier  de- 
cline to  participate? 

A:  Some  have  completed  their 
college  requirements  and  others 
do  not  want  to  contribute  the 
$100  a month  from  their  pay. 


The  new  ACF 

— a significant  increase  to  a valuable 
enlistment  incentive 


For  the  first  time  since  ACF’s  begin- 
ning 8 years  ago,  there  is  a significant 
increase  in  the  money  that  can  be  offered 
for  the  Army  College  Fund  enlistment  in- 
centive. The  Army  has  now  increased  to 
$30,000  the  maximum  amount  of  money 
for  college  available  to  qualified  appli- 
cants who  enlist  for  the  new  Army  College 
Fund. 

This  substantial  boost  from  the  previ- 
ous maximum  of  $25,200  for  a 4-year 
enlistment  was  initiated  to  restore  the 
fund’s  buying  power  to  its  FY  85  level. 
This  will  compensate  for  the  sharply  rising 
costs  of  a college  education  since  in- 
ception of  the  original  ACF  in  1985. 
Money  for  education  is  often  the  most 
important  reason  new  recruits  give  for  en- 
listing in  the  Army. 

College  money  is  a potent  enlistment 
incentive  for  the  Army  in  attracting  high- 
quality  recruits.  Last  fiscal  year  1 00  per- 
cent of  new  Army  recruits  were  high 
school  graduates,  while  78  percent  scored 
in  the  top  half  of  the  entrance  aptitude  test. 

The  $30,000  amount,  like  its  $25,200 
predecessor,  is  a special  incentive  created 
by  combining  money  from  the  Montgom- 
ery Gl  Bill  ($13,200)  with  a $1,200  con- 
tribution from  the  soldier,  and  the 
remaining  $15,600  provided  by  the  new 
ACF.  Similiar  increases  have  been  made 
for  a 3-year  enlistment  providing  $25,000 
for  college  tuition,  and  for  a 2-year  enlist- 
ment providing  $20,000. 

Annual  college  costs  have  been  rising 
since  the  start  of  the  ACF  in  1985.  A year 


of  college  then  was  about  $5,000  for  pub- 
lic colleges  and  nearly  $10,000  for  private 
institutions. 

Currently  a year  of  public  college  costs 
an  average  of  $7,600,  while  a private  in- 
stitution will  cost  about  $16,300.  By  1995 
these  expenses  are  expected  to  jump  to 
$ 1 1 ,000  and  $23 ,700  respectively,  accord- 
ing to  a Feb.  19, 1992,  USA  Today  article. 

A soldier  who  successfully  completes  a 
4-year  enlistment  with  the  money  for  col- 
lege option  would  receive  $833.33  per 
month  for  each  of  4 years  of  college,  based 
on  a 9-month  academic  year.  The  money 
may  also  be  used  for  any  schooling  ap- 
proved by  the  Veterans  Administration.  To 
qualify  for  the  Montgomery  Gl  Bill  and 
the  new  Army  College  Fund,  an  applicant 
must: 

■ Have  a high  school  diploma. 

■ Achieve  a score  of  at  least  50  on 
the  entrance  aptitude  test. 

■ Enlist  in  a designated  critical  job 
skill. 

■ Have  no  prior  military  service. 

■ Meet  the  other  enlistment  eligi- 
bility requirements. 

The  new  ACF  not  only  helps  build  the 
high-quality  Army  needed  for  national  de- 
fense, but  provides  the  education  commu- 
nity more  students  who  can  afford  most  or 
all  of  their  education  costs.  This,  in  turn, 
can  provide  business  and  industry  more 
college-educated  young  people  who  have 
the  added  advantages  of  the  traits  and  val- 
ues Army  veterans  possess  and  industry 
desires. 
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'Powell  cites 

superior  unit 

— Montgomery  Bn  receives  award  from 
the  Chairman  of  the  Joint  Chiefs  of  Staff 


The  Army  Superior  Unit  Award  was  presented 
to  Montgomery  Battalion  by  GEN  Colin  L. 
Powell,  chairman,  Joint  Chiefs  of  Staff,  dur- 
ing a ceremony  held  at  the  Wynfrey  Hotel  in  Bir- 
mingham, Ala. 

The  award  was  presented  to  the  battalion  for  its  incred- 


GEN  Colin  Powell  addresses  Montgomery  Battalion. 
(Photos  by  John  McCollister) 


ible  record  of  superior  accomplishment  during  the  period 
July  1, 1991  through  June  20, 1992.  During  this  period  the 
battalion  put  together  a string  of  13  combined  mission 
boxes.  This  unprecedented  record  of  accomplishment  in 
the  quality  market  is  one  of  the  longest  such  records  in  the 
history  of  USAREC. 

“We  are  blessed,  that  through  your  efforts,  we  are 
getting  large  numbers  of  young  people  who  are  going  to 
have  the  life  they  want  and  the  life  they  can  excel  in,”  said 
GEN  Powell. 

“We  know  the  sacrifices  that  you  make,  we  know  what 
it  is  like  to  make  mission,  to  prospect  over  and  over  again 
and  to  work  until  you  sign  him  or  her  up.  We  deeply 
appreciate  that  contribution  that  you  make,”  GEN  Powell 
said.  “I  also  want  to  express  my  enormous  gratitude  and 
extend  my  thanks  to  the  family  members,  wives,  hus- 
bands, moms  and  dads,  who  support  the  recruiter.  We 
deeply  appreciate  the  contributions  you  make  to  our 
team.” 

The  battalion  produced  113  percent  of  its  Regular 
Army  mission  and  1 18  percent  of  its  Reserve  mission.  The 
battalion  also  excelled  in  its  special  missions,  meeting  and 
exceeding  the  requirements  for  Reserve  Nurse  Corps, 
Warrant  Officer  Flight  Training,  Officer  Candidate 
School  and  Prior  Service  Special  Forces. 

“Recruiting  is  the  hardest  job  in  the  Army  and  ulti- 
mately affects  the  success  and  failure  of  the  rest  of  the 
force.  The  Army  Superior  Unit  Award  is  the  peacetime 
equivalent  of  the  Presidential  Unit  Citation  in  combat,” 
explained  COL  Richard  H.  White,  commander  of  the 
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GEN  Powell  presents  the  Army  Superior  Unit  Award 
to  Montgomery  Battalion  commander,  LTC  Jamiel  S. 
Saliba,  and  SGM  Rodney  D.  Campbell. 


2d  Recruiting  Brigade.  “Every  member  of  this  battalion 
should  be  justifiably  proud  of  their  accomplishments  and 
in  particular  this  award.” 

Montgomery  Battalion  plans  and  conducts  recruiting 
and  advertising  operations  in  478  high  schools,  59  col- 
leges and  universities,  42  vocational  schools,  13  nursing 
schools  and  91  Troop  Program  Units  located  in  Alabama, 
Florida  and  Georgia.  The  battalion  is  responsible  for 
recruiting  and  enlisting  qualified  applicants  into  the  Reg- 
ular Army  and  Army  Reserve,  as  well  as  recruiting  for 
Officer  Candidate  School,  Warrant  Officer  Flight  Train- 
ing and  the  Army  Nurse  Corps.  The  battalion  consists  of 
a battalion  headquarters,  located  in  Montgomery,  Ala., 
and  five  recruiting  companies  (Huntsville,  Birmingham, 
Montgomery,  Dothan  and  Mobile)  with  over  200  person- 
nel deployed  over  60,000  square  miles. 

The  battalion  continued  to  excel  in  spite  of  key  person- 
nel changes  and  realignment  due  to  the  Army’s  changing 
force  structure,  as  well  as  many  drastic  changes  in  enlist- 
ment guidelines  and  goals.  These  were  but  a few  of  the 
challenges  the  members  of  the  battalion  had  to  overcome 
to  establish  this  unique  record  of  mission  accomplish- 
ment. 

“Quality  training,  the  ability  to  consistently  exceed  the 
standard,  a strong  family  support  group  program  and  the 
desire  for  excellence  on  the  part  of  every  member  of  the 
battalion  have  made  the  difference,”  said  LTC  Jamiel  S. 
Saliba,  commander  of  Montgomery  Battalion. 


“This  was  a double  honor  for  us  on  Friday,”  explained 
SGM  Rodney  D.  Campbell,  battalion  sergeant  major. 
“The  distinction  of  earning  the  Army  Superior  Unit 
Award  and  being  addressed  by  GEN  Powell  are  each  a 
once  in  a career  opportunity,  but  to  receive  both  at  the 
same  time  is  truly  a once  in  a lifetime  event.” 

The  battalion  also  earned  the  distinction  as  the  “Num- 
ber One  Battalion”  in  the  nation  for  FY  92,  accomplishing 
115  percent  of  the  Regular  Army  and  1 12  percent  of  the 
Reserve  mission. 

Birmingham,  Dothan,  Mobile  and  Montgomery  Com- 
panies made  combined  box  for  the  year  as  did  10  of  the 
stations.  They  are:  Dothan,  Fort  Walton  Beach,  Gadsden, 
Milton,  Mobile,  Montgomery,  Opelika,  Panama  City, 
Saraland  and  Sylacauga.  In  addition,  41  Regular  Army 
and  10  Reserve  recruiters  made  individual  box  in  FY  92. 

GEN  Powell  closed  the  ceremony  saying,  “Keep  up  the 
good  work.  God  bless  all  of  you,  and  above  all  continue 
to  make  mission.” 

John  McCollister,  Montgomery  Bn  A&PA 


GEN  Powell  attaches  superior  unit  streamer  to 
USARB,  Montgomery,  flag. 
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The  Test 


■ 


1.  Immigrant  aliens processed  for  a military 

occupational  specialty  requiring  a security  clearance. 

a.  may  be 

b.  may  be  (depending  on  ENTNAC  results) 

c.  will  not  be 

d.  may  be  (with  a favorable  ENTNAC) 

2.  The  recruiter  requesting  information  for  the  DD  Form 
369  should  insert  the  address  of  the  police  agency 


a.  in  section  III,  2 

b.  above  and  slightly  to  the  right  of  the  “MAIL  TO"  section. 

c.  in  section  II,  3 

d.  above  the  section  where  the  RS  address  should  appear 

3.  RA  and  USAR  recruiters  will  brief  high  school  counsel- 
ors on  CONAP. 

a.  on  every  visit 

b.  quarterly 

c.  bi-annually 

d.  annually 

4.  Who  is  responsible  for  enrolling  colleges  in  CONAP 
and  providing  lists  to  recruiters? 

a.  Recruiting  Company  Commander 

b.  Battalion  Education  Coordinator 

c.  Education  Services  Specialist 

d.  Brigade  Education  Coordinator 

5.  During  a temporary  recruiter  absence  in  a one-man 

recruiting  station,  DEP/DTP  maintenance  responsibility 
will  be  accomplished  by . 

a.  the  recruiting  company  1 SG 

b.  an  adjoining  RS  commander 

c.  either  the  company  1SG  or  an  adjoining  RS  commander 

d.  another  recruiter  designated  by  the  CLT 

6.  What  type  of  training  is  necessary  to  ensure  the  con- 
tinued success  of  a seasoned  recruiter  beyond  the  TTE 
program? 

a.  reinforcement  and  sustainment  training 

b.  remedial  and  reinforcement  training 

c.  individual  training 

d.  collective  training 

7.  Walk-ins  and  call-ins,  known  to  have  been  referred  by 

a specific  individual  as  a result  of  a recruiter’s  work  in 
his  or  her  assigned  zone, 

a.  may  be  properly  identified  as  a referral  for  PMS  purposes 

b.  are  not  to  be  counted  as  recruiter  generated 

c.  can  be  counted  as  referrals  if  the  recruiter  makes  first  contact 

d.  may  be  identified  as  a referral  when  they  have  contracted 

8.  A request  for  leave  submitted  during  the  quarter  in 

which  it  is  to  be  taken . 

a.  normally  will  not  result  in  mission  reduction 

b.  will  result  in  a proportionate  mission  reduction 

c.  will  not  be  granted  unless  mission  is  accomplished 

d.  will  be  granted  if  another  recruiter  signs  for  the  mission 

9.  ANC  officers  ordered  to  active  duty  who  fail  the 


NCLEX-RN  . 

a.  must  retake  the  exam  within  1 year  at  no  cost  to  the  government 

b.  must  retake  the  exam  within  1 year  at  government  expense 

c.  must  take  the  next  available  exam  at  no  cost  to  the  government 

d.  must  take  the  next  available  exam  at  government  expense 

10.  ANC  officers  who  fail  the  NCLEX-RN  twice 


a.  will  be  released  from  active  duty  and  reassigned  in  the  USAR 
until  they  pass  the  examination 

b.  will  be  required  to  take  the  next  examination  at  no  cost  to  the 
government 

c.  will  be  transferred  to  a branch  other  than  the  ANC 

d.  will  be  released  from  active  duty  and  processed  for  discharge 

11.  Which  of  the  following  is  not  a correct  qualification 
for  USAR  enlisted  personnel  expressing  an  interest  in  ap- 
plying for  WO? 

a.  must  have  a general  test  score  of  1 1 0 or  higher 

b.  must  hold  the  grade  of  E-4  (promotable)  or  higher 

c.  must  have  high  school  diploma 

d.  must  be  at  least  1 8 years  old  and  have  not  reached  their  46th 
birthday  (age  waivers  can  be  requested) 

12.  What  is  the  most  important  action  for  you  to  do  to  ef- 
fectively determine  the  goals,  needs,  and  interests  of  a 
prospect? 

a.  ask  open-ended,  fact-finding  questions 

b.  probe  all  areas  of  TEAMS 

c.  seek  the  prospect's  dominant  buying  motive 

d.  ask  the  right  questions  and  listen  effectively 

13.  When  probing  for  the  goals,  needs,  and  interests  of 

the  prospect,  you  should  try  to  find  at  least 

buying  motive(s). 

a.  1 

b.  2 

c.  3 

d.  the  dominant 

14.  What  is  the  next  step  you  should  do  once  you  have 
determined  that  your  prospect  appears  to  be  mentally, 
morally,  and  physically  qualified  for  enlistment  and  you 
know  his  or  her  buying  motives? 

a.  Design  an  Army  program  based  on  the  prospect’s  needs. 

b.  Conduct  a short  review  of  the  prospect’s  buying  motives. 

c.  Present  Army  features  and  benefits. 

d.  Provide  facts  and  evidence,  state  the  benefits,  and  obtain  the 
prospect’s  agreement. 

15.  It  is  a regulatory  requirement  that  by  the  30th  of  April 

you  must  have  completed  contact  of of  your 

male  graduates. 

a.  100  percent 

b.  85  percent 

c.  75  percent 

d.  65  percent 

(The  answers  to  this  month’s  Test  can  be  found  on  the 
inside  back  cover.) 
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The  way  I see  it... 

Vision  implies  change.  Change  is  upon  us.  We  are  better  off  to  participate  in  change  and  to  help 
shape  it  than  to  be  dragged  along  by  change.  You  can  help  shape  the  future  and  make  it  better. 

You  know  your  job  better  than  anyone.  What  are  your  ideas  for  improving  operations?  Share 
them  on  the  space  below  and  mail  this  according  to  the  instruction  on  the  back  of  this  form,  post- 
age free.  Please  be  as  detailed  as  possible  when  citing  examples  for  improvement.  Recruiters, 
support  staff  and  family  members  are  encouraged  to  use  this  space  to  voice  ideas  and  concerns. 

If  you  desire  a direct  response  to  your  comments  or  suggestions,  please  include  your  name  and 
address.  Names  are  not  required. 


Teamwork:  Working  together  as  a team  we  can  accomplish  more  than  working  as  individuals. 
Share  your  vision  for  the  future  of  the  U.S.  Army  Recruiting  Command.  All  forms  are  mailed  to  and 
received  directly  by  the  U.S.  Army  Recruiting  Command  Chief  of  Staff,  Fort  Knox,  Ky. 

HQ  USAREC  Fm  1825, 1 Jan  91 
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No  more 
RTNCOs 


— the  credibility  gap  lessens  with  new 
trainers  and  new  training 


Remember  the  bad  old  days  when  failed 
double-oh-romeos  were  sent  to  battalion  to 
act  as  trainers?  Ah,  yes,  those  were  the  days 
— when  a troubled  recruiter  who  was  looking  for 
help  could  turn  to  ...  a relieved  recruiter.  Well, 
folks,  the  bad  old  days  of  RTNCOs  are  over.  As  a 
matter  of  fact,  there  are  no  more  RTNCOs.  Trainers 
now  come  in  two  varieties,  senior  and  master. 

Based  on  training  assessments  and  reinforced  by  sug- 
gestions that  surfaced  in  Recruiting  2000  and  Best  of  the 
Best  conferences,  HQ  USAREC’s  Training  Directorate 
started  the  new  trainers  project  in  the  late  spring  of  1992. 
Good  and  legitimate  trainers  have  always  existed  in  the 
field.  But  sometimes  relieved  recruiters  wound  up  in 
training  slots.  They  were  put  under  the  first  sergeant  who 
couldn’t  trust  them,  and  often  were  used  to  perform  ad- 
ministrative work.  Occasionally,  they  were  sent  to  train 
recruiters  in  the  same  station  they  had  failed  in.  Their 
credibility  in  those  circumstances  was  nil. 

Says  CSM  Ernest  Hickle,  “We  can’t  do  business  the 
way  we  used  to.  We  can’ t disguise  punishment  as  training. 
Let’s  keep  training  with  an  individual  focus,  in  the 
recruiter’s  own  environment.” 

The  new  trainer  system  is  currently  in  transition.  Senior 
and  master  trainers  began  the  Recruiter  Trainer  NCO 
Course  at  the  Recruiting  and  Retention  School  at  Fort 
Benjamin  Harrison,  Ind.,  in  October  1992.  According  to 
MSG  Ken  Hopkins,  HQ  USAREC  Training  Directorate, 
the  plan  is  to  have  all  trainers  through  the  schoolhouse  and 
in  place  by  the  end  of  this  fiscal  year. 

The  overall  concept  of  the  new  trainers  includes  one 


RA  and  one  USAR  master  trainer  at  each  brigade,  plus 
two  senior  trainers.  Each  battalion  will  also  have  one  RA 
and  one  USAR  master  trainer,  but  the  number  of  senior 
trainers  will  depend  on  the  size  and  configuration  of  the 
battalion.  Senior  trainers  are  assigned  to  the  battalion,  but 
are  attached  to  the  companies;  they  are  responsible  to  and 
will  be  rated  by  the  battalion  master  trainer,  who  works 
for  the  sergeant  major.  Ultimately,  there  will  be  approxi- 
mately 260  trainers  in  all. 

In  developing  the  new  trainer  program,  criteria  for 
trainer  selection  were  established.  Nominations  for  the 
positions  are  made  by  battalion  and  brigade,  and  an  order 
of  merit  for  schoolhouse  seats  is  maintained  at  each 
brigade.  The  prerequisites  to  qualify  for  training  as  a 
senior  trainer  are: 

■ Success  as  a field  recruiter 

■ Success  as  a recruiting  station  commander  (RA 
only) 

■ 00R  or  00E  career  recruiter 

■ Three  years’  recruiting  experience,  with  a mini- 
mum of  2 years  as  a station  commander  for  RA 

■ Gold  Badge  earned 

■ Ability  to  communicate  with  others 

■ Ability  to  work  with  minimum  supervision 

■ Demonstrated  ability  as  a trainer 

■ Outstanding  appearance 

■ High  motivation 

■ Unquestionable  integrity 

■ Demonstrated  writing  ability 

■ Successful  completion  of  the  Recruiter  Trainer 
NCO  Course 
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All  of  these  requirements  apply  to  master  trainers,  too, 
with  the  additional  criterion  of  successful  experience  as  a 
recruiting  first  sergeant  (for  RA).  None  of  the  require- 
ments are  waiverable;  physical  profiles  that  affect  ability 
to  perform  recruiting  duties  will  not  be  accepted. 

“We  don’t  want  to  be  just  a patch,  we  want  to  be 
builders,”  says  MSG  Lucy  Angelo,  a Recruiting  and 


‘With  trainers,  you 
have  to  have 
credibility’ 


Retention  School  teacher.  “One  of  the  most  important 
things  is  having  the  BLT’s  support  in  changing  the  focus 
of  trainers  from  putting  out  fires,  to  improving  the  overall 
sales  skills  in  their  battalions,  to  build  for  the  long-term 
effect.” 

Says  SFC  Stephen  Balser,  NCOIC  of  the  training 
course,  “Give  us  your  best  recruiters  and  you  will  reap  the 
benefits,  four  to  five  times  over.” 

Angelo  adds,  “Just  like  it  was  with  putting  the  best 
recruiters  in  for  nurse  recruiting,  at  first  no  one  wanted  to 
give  up  their  good  recruiters.  But  now  we’ve  seen  the 
good  sense  in  that  idea.  And  with  trainers,  you  have  to 
have  credibility.” 

All  participants  in  the  new  trainer  concept  agree  that 
involvement  at  the  command  level  is  vital.  MSG  David 
Swartzentruber,  NCOIC  of  the  Advanced  Department  at 
the  Recruiting  and  Retention  School , stresses  that  the  new 
trainers  are  learning  to  assess  problems,  observe  behav- 
iors, analyze  the  data  and  make  a plan  that  will  correct 
weak  areas.  To  do  this,  says  Swartzentruber,  “trainers 
must  know  the  commander’s  goals.”  Assessments  are 
based  on  theCG’s  FY  93  training  guidance  and  must  look 
at  both  the  market  and  the  mission. 

The  Recruiter  Trainer  NCO  Course  is  based  around  the 
new  Training  Management  Handbook,  published  in  De- 
cember 1992  for  use  at  the  Recruiting  and  Retention 
School.  The  2-week  course  starts  with  a block  of  instruc- 
tion on  assessment,  which  covers  the  gathering  of  a lot  of 
statistics  from  BOARDS  roll-ups,  RZA  reports  and  sta- 
tion ship  reports.  Based  on  Army  doctrine  and  Army 
Training  Management,  the  trainers  learn  how  to  look  at  a 
problem  before  they  actually  get  into  a station  or  company 
to  try  and  fix  it.  The  assessment  looks  at  conversion  data, 
market  shares,  brigade  or  battalion  standards,  and  how 
each  recruiter  in  the  station  is  contributing  to  that  market 


share.  There  is  a 3-hour  comprehensive  test  at  the  end  of 
the  assessment  training  block. 

Next  come  intensive  training  blocks  on  basic  recruiter 
skills:  blueprinting,  prospecting,  and  sales  presentations. 
Each  block  of  instruction  reviews  hard-core  recruiting 
techniques  and  presents  multiple  training  insights  and  tips 
that  the  trainer  can  share.  Each  prospective  trainer  must 
give  a 20-minute  class,  including  a lesson  plan  and  visual 
aids,  which  is  critiqued  and  graded.  There  is  also  a test  on 
the  sales  book  interview. 

The  course  also  covers  DEP/DTP  maintenance,  pro- 
cessing, and  follow-up,  as  well  as  giving  specific  infor- 
mation on  dealing  with  “the  competition”:  college, 
industry,  and  the  competing  services.  Finally,  the  Train- 
ing Management  Handbook  offers  a Parents  Guide,  which 
contains  information  that  should  be  used  when  discussing 
Army  opportunities  and  options  with  an  applicant’s  par- 
ents. There  is  a final  comprehensive  test  at  the  end  of  the 
course. 

The  Trainer  Course  is  an  intense  one,  “the  most  aca- 
demically challenging  course  in  USAREC,”  says  MSG 
Phillip  Daugherty,  course  graduate  and  now  master 
trainer  at  Des  Moines.  The  course  is  challenging,  with 
academic  elimination  for  double  test  failures.  That  means 
you  can  retest  for  a first  failure,  but  a second  failure  means 
you  are  out. 

The  point  is  to  make  them  experts  on  all  programs, 
including  RA,  USAR  and  nurse  programs.  MSG  Gary 
Bell  (Chicago  Bn),  SFC  Charles  Mujica  (6th  Bde),  and 
SFC  Charles  Beaucond  (Los  Angeles  Bn),  students  at  the 
Trainer  Course  in  February,  were  very  enthusiastic  about 
the  new  training  concept.  “This  is  a big  responsibility,” 
said  Beaucond,  “but  this  will  work  great  in  the  field.”  Both 


‘We’re  looking  for  an 
upward  trend’ 


Mujica  and  Bell  agree  that  senior  leadership  must  support 
this  training,  “to  ensure  that  sustainment  is  being  exe- 
cuted,” said  Bell. 

Says  Hopkins  at  HQ  USAREC,  “It  will  only  take  90 
days  for  a battalion  to  turn  this  thing  (training  problems) 
around  — 30  days  to  identify  and  assess  the  problem,  30 
days  to  plan  and  execute  a fix,  and  30  days  afterward  to 
evaluate  and  learn. 

“We’re  looking  for  an  upward  trend.” 

Kathleen  Welker,  RJ  editor 
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Ensuring  quality 

— new  ENTNAC  procedures  in  effect 


During  the  past  decade  we  have  concentrated  on 
the  mental  quality  of  our  soldiers,  now  we  adjust 
our  sights  to  the  moral  quality.  To  accomplish 
this,  new  ENTNAC  (Entrance  National  Agency  Check) 
procedures  have  gone  into  effect,  during  RSM  November 
and  RSM  January. 

MAJ  William  Kelo,  HQ  USAREC  Recruiting  Opera- 
tions Directorate,  said,  “In  the  past,  we  have  had  a num- 
ber of  individuals  who  were  able  to  get  around  or  slip 
through  the  system  and  successfully  conceal  law  viola- 
tions and  convictions.  Too  often  these  individuals  got 
into  active  duty  and  continued  their  criminal  ways.  These 
incidents  prompted  us  to  do  a detailed  review  of  our 
moral  processing  procedures 
and  to  try  to  close  the  loop- 
holes in  the  system.” 

SFC  Bradley  Oberklaus, 

HQ  USAREC  Recruiting  Op- 
erations Directorate  stated,  “It 
became  obvious  that  we  had 
many  individuals  accessing 
onto  active  duty  before  their 
ENTNAC  could  be  processed 
by  the  Defense  Investigative 
Service  (DIS).  In  fact  many 
results  never  caught  up  with 
the  individual  as  he  or  she  proceeded  to  basic  training, 
then  advanced  training  and,  ultimately,  on  to  a unit  as- 
signment. As  a result,  our  best  tool  for  finding  concealed 
criminal  histories  was  of  little  use  in  taking  separation 
actions.  To  fix  this  problem  we  have  revamped  every 
aspect  of  how  we  handle  ENTNAC.” 

The  ENTNAC  system  itself  has  not  changed;  only 
Army  recruiting’s  policies  and  procedures  have  been 
revised.  The  first  change  to  maintain  quality  control  is  the 
new  USAREC  Form  794,  which  is  a pocketed  folder  for 
the  enlistment  packet  and  is  filled  out  by  the  station 
commander.  This  folder  is  used  as  a checklist  to  ensure 
an  enlistment  packet  is  complete.  It  allows  the  recruiter, 
station  commander,  guidance  counselor,  and  senior  guid- 
ance counselor  to  annotate  and  verify  the  accuracy  of  the 
packet  at  various  stages  of  the  enlistment  process.  Ac- 
cording to  Oberklaus  the  only  other  change  that  recruiters 
may  see  is  the  occasional  renegotiation  of  a DEP  member 


because  of  ENTNAC  results. 

It  is  critically  important  that  the  results  of  the  ENT- 
NAC are  known  before  an  individual  accesses.  If  the 
results  are  received  after  the  ship  day,  it  is  handled  in  a 
way  that  ensures  it  is  provided  to  the  appropriate  com- 
mand for  the  action.  The  most  significant  change  is  that 
every  individual  contracted  will  spend  at  least  30  days  in 
the  DEP  while  their  ENTNAC  (either  automated  or  man- 
ual) is  processed.  If  the  results  of  the  DEP  member’s 
check  are  not  back  by  the  accession  date,  the  individual 
must  either  be  renegotiated  for  accession  at  a later  date 
or  granted  an  exception  to  policy  by  the  battalion  opera- 
tions officer  to  ship  without  results.  If  the  operations 

officer  grants  the  exception, 
the  DEP  member  is  told  that 
the  ENTNAC  results  will  be 
forwarded  to  the  assigned 
training  facility.  Under  no 
circumstances  will  the  sol- 
dier be  allowed  to  depart  the 
training  center  until  the  re- 
sults are  received  by  the  unit, 
even  if  that  soldier  has  com- 
pleted training. 

Another  change  is  the  way 
ENTNAC  “possible 
match”  results  are  treated.  Under  the  new  ENTNAC 
policies,  a DEP  member  who  is  identified  by  DIS  as  a 
possible  match  for  an  unrevealed  law  violation  must 
spend  additional  time  in  the  DEP  while  the  required 
manual  ENTNAC  check  is  processed.  This  additional 
waiting  period  is  60  days  starting  on  the  day  the  manual 
ENTNAC  is  submitted.  At  the  end  of  this  60-day  period, 
the  results  must  be  received  or  an  exception  from  the 
battalion  operations  officer  granted  to  ship.  “This  addi- 
tional waiting  period  will  result  in  some  added  contract 
renegotiations.  To  keep  these  to  a minimum  a thorough 
moral  prescreening  is  a must,”  said  Oberklaus. 

Details  concerning  the  new  ENTNAC  procedures  are 
outlined  in  USAREC  message  92-  111,  Revised  Entrance 
National  Agency  Check  (ENTNAC)  Procedures  and  Im- 
plementation Instructions.  For  further  information  con- 
tact your  battalion  or  brigade  operations  officer. 

Vernetta  Graham,  RJ  staff 


A significant, 
positive  impact 
on  quality  control 
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Life  Signs 


■ 


CHAMPUS News 


Do  hospital-based  providers 
participate? 

If  you’re  admitted  to  a civilian  hospital,  chances 
are  that  the  hospital  participates  in  CHAMPUS;  it’s  re- 
quired by  law  to  do  so  if  it  accepts  Medicare  patients. 

But  hospital-based  individual  professional  providers 
of  care  (such  as  pathologists,  radiologists  and  anesthesi- 
ologists) who  help  care  for  you  in  that  hospital  may  not 
participate  in  CHAMPUS  — even  though  the  hospital 
does.  What  this  means  to  you  is  that  they’ll  provide  the 
care  you  need,  but  they  may  charge  more  for  their  ser- 
vices than  the  CHAMPUS  allowable  charge.  You  may 
also  have  to  file  claims  for  their  services  yourself. 

If  possible,  check  with  the  hospital  before  being  ad- 
mitted, to  see  if  those  who  will  provide  professional 
services  to  you  will  participate  in  CHAMPUS. 

Other  health  insurance  clarified 

CHAMPUS  considers  “other  health  insurance”  to 
include  coverage  in  auto  insurance  policies  for  unin- 
sured or  underinsured  motorist  medical  payments,  or 
personal  injury  protection.  However,  you  can’t  file  a 
claim  for  medical  care  costs  with  an  auto  policy  unless 
an  auto  accident  has  occurred  and  a person  covered 
under  the  policy  has  suffered  accident-related  injuries. 

In  such  a situation,  you  must  file  with  the  auto  pol- 
icy first.  CHAMPUS  will  then  share  the  cost  of  cov- 
ered care  that  remains  unpaid  after  the  auto  policy  has 
paid  everything  it’s  going  to  pay. 

Remember  that  the  DD  Form  2527  (Statement  of 
Personal  Injury — Possible  Third  Party  Liability)  must 
still  be  sent  in,  even  if  you  are  also  including  an  expla- 
nation of  benefits  form  from  the  auto  insurance  com- 
pany. 


Are  you  moving? 

Check  to  see  if  CHAMPUS  works  differently 
where  you’ll  be  living.  The  CHAMPUS  program  you 
know  about  where  you  live  now  may  not  work  quite 
the  same  way  in  a new  location. 

In  order  to  provide  high-quality  health  care  to  ser- 
vice families  in  the  most  efficient  and  least  costly  way, 
CHAMPUS  has  a number  of  test  or  demonstration  pro- 
jects under  way  in  different  parts  of  the  country.  Gener- 
ally, they  give  you  an  alternative  to  the  standard 
CHAMPUS  program  for  families.  You  can  usually 
keep  using  standard  CHAMPUS  or  choose  to  partici- 
pate in  the  test  program  (and  possibly  gain  additional 
medical  benefits  or  pay  lower  costs)  that  might  be  of- 
fered in  your  area. 

For  example,  in  California,  Hawaii  and  New  Or- 
leans, CHAMPUS-eligible  persons  may  use  the 
“CHAMPUS  Prime”  or  “CHAMPUS  Extra”  options, 
instead  of  standard  CHAMPUS.  And  in  the  “CHAM- 
PUS Select”  program  in  Florida,  Georgia,  Tennessee, 
Mississippi  and  Alabama,  service  families  can  get  dis- 
counts on  costs  and  avoid  paperwork  if  they  seek  treat- 
ment from  special  networks  of  professional  health  care 
providers  called  “preferred  provider  organizations.” 

Throughout  most  of  the  country  at  military  medical 
facilities,  in  addition  to  Health  Benefits  Advisors, 
you’ll  also  encounter  health  care  finders.  They’re  part 
of  a participating  provider  program  under  which  a civil- 
ian provider  of  health  care  may  offer  discounts  that 
could  reduce  patients’  cost-shares. 

There  are  other  test  programs  in  operation  — some 
restricted  to  one  particular  local  area.  If  you’re  plan- 
ning a move,  ask  the  Health  Benefits  Advisor  at  the 
nearest  military  medical  facility  if  any  special  rules  or 
programs  are  in  effect  for  CHAMPUS-eligible  fami- 
lies. 
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Home  Fires 


Our  most 
precious  gift 


April  is  the  Month  of  the  Military  Child. 
We  take  that  for  granted.  Sometimes  we 
take  our  very  own  child  for  granted.  We 
shouldn’t. 

There  is  nothing  in  life  to  prepare  a parent 
loss  of  a child.  Nothing. 

I took  my  son’s  hand  the  other  day.  The  sa 
hand  that  was  once  so  little  it  could  barely 
grasp  a finger  is  now  bigger  than  own.  My 
son  towers  over  me  and  jokingly  mocks  me 
when  I remind  him  to  honor  his  mother 
(or  I’ll  whack  him  with  my  walker  some 
day). 

My  other  son  bench  presses  225  pounds, 
whatever  that  means. 

I lose  my  patience  when  I trip  over  their  muddy, 
colossal  sneakers  in  the  middle  of  the  living  room 
floor.  Their  music  grates  on  my  last  nerve.  What  is 
a Bon  Jovi  anyway? 

They’re  growing  up  and  away  from  me.  But 
that’s  what  children  do.  They  grow  and  go.  I 
miss  mine  already. 

“Our  children  come  through  us,  but  they  are 
not  ours  to  keep.  They  belong  to  life  itself.  We 
can  give  them  our  love,  but  they  have  their 
own  thoughts.  We  can  shelter  their  bodies,  but 
their  souls  belong  to  tomorrow.  We  are  only 
bows  from  which  our  children  go  forth 
as  arrows.”  Kahlil  Gibran  wrote  that.  I 
wish  I had. 

Nature  asks  the  young  to  bury  the 
old.  Nothing  prepares  us  for  the  reverse. 

Nothing  could  prepare  military  neighbors  at  a previ- 
ous assignment  for  the  cruel,  fatal  illness  that  slowly 
stole  their  little  Becky’s  body  and  her  energy  to  fight. 


Nor  could  any  of  us  foresee  the  tragic  accident  that 
claimed  another  military  son’s  entire  future  just  as  it 
was  about  to  begin  — the  night  of  his  high  school  grad- 
uation. 

My  sister-in-law  waited  a lifetime  and  9 months 
to  bring  a baby  home  from  a hospital.  Ten  short 
weeks  later,  in  the  early  morning  Ught,  an  ugly 
crib  death  unexpectedly  took  her  little  girl.  And 
there’s  Denise,  one  of  twins  . . . and  little,  fair 
Dionne  . . . and  countless  others.  Nothing  could 
have  prepared  the  mothers  and  fathers  for  this. 
Nothing. 

Vhen  the  unthinkable  happens,  where  do  we  get 
the  courage  to  go  on?  Do  we  already  pos- 
sess it  or  is  it  given  to  us  with  each  day? 
How  much  of  the  pain  can  we  share  with 
family  and  friends? 

Why  doesn’t  the  pleasure  derived  from  our 
other  children  fill  the  emptiness?  Do  we  turn 
within  ourselves,  or  do  we  just  turn  away? 

How  do  we  tell  others  that  we  still  want  to 
talk  about  this  child  . . . that  we  want  to  re- 
member ...  to  say  and  hear  its  name. 

Perhaps  we  learn  to  accept  the  seasons  of  the 
heart  just  as  we  accept  the  seasons  of  the  year. 
Perhaps  joy  is  a relative  term;  that  it  cannot 
be  fully  appreciated  without  first  knowing  sor- 
row intimately. 

Perhaps. 

Life  goes  on.  Bon  Jovi  blares 
from  the  other  room. 

The  fear  turns  to  a bitterness;  the  bitterness  to  a kind 
of  numbness  . . . passiveness.  But  the  heart  never  quite 
forgets. 

LuAnne  Fantasia,  5th  Bde  A&PA 
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Networking 

During  November,  13  major  com- 
panies from  Hawaii  pledged  their 
support  to  soldiers  transitioning  to 
civilian  life  by  signing  up  for  the 
Army  Employer  Network  (AEN). 
Their  pledges  of  support  came  at  a 
luncheon  for  over  40  invited  Oahu 
company  human  resource  managers 
sponsored  by  the  Recruiting  Com- 
pany Honolulu. 

Guest  speakers  were  Mr.  Mike 
Mayes,  Hawaii  Army  Transition  Ser- 
vices Manager  and  Mr.  Ken  Rossi, 
manager  of  the  Job  Assistance  Cen- 
ter at  Schofield  Barracks.  They  dis- 
cussed the  Army  Career  and  Alumni 
Program  (ACAP)  designed  to  help 
the  Army’s  skilled  and  educated  sol- 
diers make  the  transition  to  civilian 
employment  utilizing  the  AEN. 

MAJ  James  H.  Cockle,com- 
mander  Honolulu  Company,  hosted 


Mr.  Ken  Rossi,  Job  Assistance  Center 
manager,  Schofield  Barracks,  Hawaii, 
talks  to  human  resource  managers  from 
over  40  of  Hawaii’s  largest  companies. 
He  spoke  at  a recent  luncheon  at  the 
Hale  Koa  hotel  to  encourage  companies 
to  sign  up  for  the  Army  Employer  Net- 
work. (Photo  by  Ray  Graham) 


the  luncheon  and  introduced  the 
guest  speakers.  “After  many  suc- 
cessful years  of  recruiting  these 
high  quality  young  men  and 
women,  the  Recruiting  Command 
believes  it  has  a commitment  to 
provide  job  placement  assistance 
for  them  when  they  leave  the 
Army.  So,  we’re  very  pleased  to  as- 
sist the  Army  transition  people  in 
this  effort,”  said  MAJ  Cockle. 

Rossi  explained  that  ACAP  was 
developed  as  a result  of  a major 
Army  reduction  in  force  planned 
through  1995.  “Army  alumni  are 
superb  candidates  for  civilian  jobs 
because  they  are  educated,  train- 
able,  experienced,  physically  fit, 
have  transferable  skills,  possess 
leadership  ability  and  are  good  citi- 
zens,” said  Rossi.  Mayes  pointed 
out  that  the  Pacific  business  com- 
munity has  been  very  receptive  to 
ACAP  and  many  local  businesses 
have  joined  the  AEN. 

The  companies  who  joined  the 
AEN  will  be  furnished  with  the  re- 
sumes of  young  soldiers  from  Ha- 
waii who  are  leaving  the  Army  and 
have  expressed  an  interest  in  that 
company’s  career  field. 

Ray  Graham,  Honolulu  Company 
A&PA 


BG  Alfonso  E. 
Lenhardtof  Forces 
Command  recog- 
nizes the  Army's  top 
guidance  counsel- 
ors, MSG  Alvin  J. 
Thompson,  SFC  Dan- 
iel F.  Mountain  and 
SFC  William  D. 

Pruitt.  (Photo  by 
FORSCOM) 


Tops  for  FY  92 

The  Army’s  top  Guidance 
Counselors  for  fiscal  year  1992  re- 
ceived the  Army  Reserve  Person- 
nel Readiness  Award  from  BG 
Alfonso  E.  Lenhardt,  J 1 , Forces 
Command,  in  a recent  ceremony. 
MSG  Alvin  J.  Thompson,  SFC 
Daniel  F.  Mountain  and  SFC  Wil- 
liam D.  Pruitt  were  recognized  for 
selling  all  th^ir  Army  Reserve  en- 
listees the  highest  prioritized  jobs 
(REQUEST  Screen  1)  for  the 
Army  Reserve. 

The  Army  Reserve  Personnel 
Readiness  Award  was  established 
in  October  1991.  Each  year  it  will 
recognize  all  guidance  counselors 
assigned  to  USAREC  who  sell  the 
Army  Reserve’s  top  jobs  identified 
on  REQUEST’S  MOS  Readiness 
Priority  (MRP)  System.  The  guid- 
ance counselors  are  rewarded  with 
a TDY  trip  to  Fort  McPherson  in 
Atlanta,  GA,  to  receive  the  award. 
The  award  is  a Forces  Command 
General  Officer  Letter  of  Commen- 
dation and  wrist  watch  with  the 
Forces  Command  emblem  with  the 
event  engraved  on  the  back. 

Charles  F.  Pearson,  HQ  USAREC 


22 


Recruiter  Journal 


Field  Files 


Leah  Hulan,  Miss  Tennessee  (center)  joins  MG  Jack  C.  Wheeler  during  an  inter- 
view by  Lynna  Beavers,  a student/reporter  from  a local  high  school.  (Photo  by 
David  Reeves) 


Drug  free 

MG  Jack  Wheeler  recently  trav- 
eled to  Nashville  to  participate  in 
the  fifth  annual  Governor’s  Confer- 
ence for  a Drug-Free  Tennessee. 

The  2-day  conference  attracted 
more  than  3,000  young  people,  edu- 
cators and  community  leaders  from 
throughout  the  state.  This  year’s 
theme,  “A  State  of  Mind  and 
Body,”  focused  on  the  importance 
of  living  up  to  physical  and  mental 
potential.  In  keeping  with  the 
theme,  MG  Wheeler  brought  the 
Army’s  “Be  All  You  Can  Be”  mes- 
sage to  conference  attendees. 

MG  Wheeler  participated  in  a 
panel,  ‘The  Military’s  Role  in  De- 
mand Reduction,”  designed  for 
adults  attending  the  conference. 
Joining  him  for  the  panel  were  rep- 
resentatives from  the  Tennessee  Na- 
tional Guard,  the  National 
Association  for  Black  Veterans, 
Inc.,  and  Miss  Tennessee,  Leah 
Hulan.  Hulan  served  2 years  in  the 
Army  in  Panama  and  is  now  a 
member  of  the  Tennessee  Air  Na- 
tional Guard. 

Wheeler  explained  the  Army’s 
policies  and  methods  of  reducing 


drug  use  and  the  pro-active  stance 
of  Army  recruiting  in  reaching 
young  people  with  its  Stay  in 
School/Stay  off  Drugs  program.  He 
urged  educators  to  use  the  skills  of 
Army  recruiters  to  combat  the  soci- 
etal changes  that  result  in  a grow- 
ing number  of  young  people  who 
may  not  have  role  models/mentors 
available.  “We  must  teach  these 
young  Americans  to  make  the  right 
decisions  as  opposed  to  decisions 
that  lead  down  a dead  end  path,” 
said  Wheeler. 

He  also  participated  in  a work- 
shop for  youth,  “A  State  of  Com- 
munity: Getting  Militant  Against 
Drugs.” 

The  Nashville  Recruiting  Battal- 
ion joined  the  more  than  170  exhib- 
itors with  booths  at  the  conference. 
During  the  conference,  approxi- 
mately 1,400  attendees  visited  the 
battalion’s  booth.  Recruiters  distrib- 
uted Army  bags  and  fact  sheets  on 
the  dangers  of  drug  abuse  and  the 
benefits  of  staying  in  school, 
showed  videos,  and  answered  ques- 
tions about  Army  involvement  in 
the  fight  for  a drug-free  environ- 
ment. 

Marsha  Hogan,  Nashville  Bn  A&PA 


■ COL  Cardell  S.  Hunter,  1st  Brigade 
commander,  recently  let  Kid  of  the  popu- 
lar musical  rap  group  “Kid  'n  Play”  know 
that  the  Army  is  still  hiring.  (Photo  by 
Najjaa  Muhammah) 


■ SSG  Barney  A.  Sadler  of  the  Grand 
Forks  Recruiting  Station  (Minn.)  was  re- 
cently presented  the  Army  Commenda- 
tion Medal  for  saving  a young  lady’s  life. 
Sadler  administered  the  Heimlich  maneu- 
ver to  Mrs.  Diane  Sondreal,  who  was 
choking  to  death.  (Photo  by  Mary  Lou 
Oreschnick) 
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Phoenix 

highlights 


COL  van  Oppen  of  the  Royal 
Netherlands  Embassy  gets 
hands-on  experience  in  Amer- 
ican recruiting  techniques  on 
Louisville  Downtown's  JOIN 
terminal.  (Photo  by  Dorothy 
Summers) 

Netherlands 
recruiting 

As  more  European  nations  pon- 
der converting  from  a draft  to  an 
all-volunteer  military,  the  Indianap- 
olis Battalion’s  Louisville  Com- 
pany has  taken  on  a new  role  as 
host  to  visiting  international  digni- 
taries. January  26,  SFC  Ronald 
Brown  of  Louisville,  and  his  re- 
cruiters welcomed  COL  Guido  van 
Oppen  of  the  Royal  Netherlands 
Embassy,  Washington  D.C. 

The  stop  at  the  downtown  station 
capped  a 2-day  fact-finding  visit  to 
central  Kentucky  by  the  Dutch  mili- 
tary and  assistant  defense  attache. 
Other  activities  on  COL  van 
Oppen ’s  itinerary  included  meet- 
ings with  retired  GEN  Maxwell 
Thurman;  and  USAREC  Chief  of 
Staff,  COL  Stewart  McGregor;  at- 
tending a briefing  by  and  meetings 
with  heads  of  all  USAREC  staff  di- 
rectorates; and  a tour  of  the  Louis- 
ville MEPS.  MAJ  Anthony  Lofton 
of  US  AREC’s  Recruiting  Opera- 
tions Directorate  served  as  the 
colonel’s  escort  during  the  visit. 

COL  van  Oppen  said  the  Nether- 
lands House  of  Representatives  had 
voted  to  replace  the  country’s 
largely  conscripted  army  with  an 
all-volunteer  force,  with  the  change- 
over to  be  complete  by  1998.  To 
smooth  the  transition,  he  had  been 
tasked  to  obtain  information  on 
U.S.  recruiting  procedures  and  prac- 


tices. “We  have  to  build  a recruit- 
ing organization,  and  we  anticipate 
big  challenges,”  he  explained. 

During  his  visit  to  Louisville 
Downtown,  COL  van  Oppen 
learned  first-hand  what  American 
applicants  experience  when  they 
visit  an  Army  recruiting  station. 

He  played  the  role  of  an  appli- 
cant while  Brown  went  step-by- 
step  through  a sales  presentation. 
During  the  course  of  the  interview, 
the  colonel  asked  a number  of  ques- 
tions regarding  recruiting  practices, 
such  as  how  cadre  recruiters  are  se- 
lected and  how  recruiters  conduct 
appointments  with  high  school  stu- 
dents who  approach  them  after 
class  presentations. 

Before  leaving  the  downtown 
station,  COL  van  Oppen  told  his 
USAREC  hosts  he  was  “impressed 
by  (their)  professional  way  of 
doing  things.” 

Mary  Auer,  Indianapolis  Bn  A&PA 


I Phoenix  Battalion  held  a Mega- 
DEP  with  over  450  new  soldiers,  fam- 
ily members,  guests,  referrals  and  the 
CASA  for  Arizona.  Displays  in- 
cluded vehicles  and  a Special  Forces 
equipment  demonstration.  They  were 
available  from  the  Recruiting  Sup- 
port Command  and  from  local  Re- 
serve units.  This  highly  successful 
event  involved  a local  high  school 
JROTC  color  guard,  drill  competition 
between  companies  of  new  soldiers, 
promotion  of  72  new  soldiers,  picnic 
lunch,  a popular  picture-taking  ses- 
sion by  parents  with  the  Deputy  Com- 
manding General,  BG  Robert  Roper 
and  new  soldiers  and  recruiters. 

During  the  event,  one  particular 
DEP  member  was  highlighted.  David 
D.  Rowan,  the  son  of  SFC  Donald 
Rowan,  a guidance  counselor  with 
Phoenix  Battalion,  has  left  his  mark 
on  this  battalion.  What  makes  him 
different  from  any  other  newly  pro- 
moted soldier?  Well,  he  has  made  a 
remarkable  10  referrals,  all  of  whom 
have  enlisted  in  the  Army.  No  one  is 
too  sure  what  the  USAREC  record  is 
for  DEP  referrals  with  enlistments  by 
a new  soldier,  but  at  Phoenix  Battal- 
ion he’s  number  one. 

Paula  Ramoino,  Phoenix  Bn  A&PA 


David  Rowan,  BG 
Robert  Roper  and 
SFC  Donald  Rowan 
are  all  smiles  during 
the  Phoenix  Mega- 
DEP.  (Photo  by 
Charlotte  Ward) 
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Children,  NFL  players  and  volunteers  have  fun  in  the  sun  during  the  NFL  Super  Bowl 
XXVII  Youth  Clinic.  (Photo  by  Carol  Gaskill) 


Does  it  fit?  With  personal  fitting  ser- 
vice from  Jackson  (Miss.)  Battalion  Com- 
mander, LTC  William  L.  Vogel,  Jackson 
Station  Commander,  SFC  Curtis  Briggs, 
tries  on  the  award  jacket  he  earned  for 
enlisting  a 91  Charlie  (LPN).  (Photo  by 
Ronald  Morrison) 


MG  Jack  Wheeler  relaxes  with  mem- 
bers of  the  Mobile  Recruiting  Company 
after  dinner  in  Pensacola,  Fla.  (Photo  by 
JohnMcCollister) 


be  a part  of  this,”  he  said.  “ I wish 
they  had  this  when  I was  a kid.  I 
hope  the  League  keeps  this  up.” 

Defensive  back,  Darryl  Henley 
was  one  of  12  Rams  participants. 
‘The  most  I ever  got  to  do  as  a kid 
was  see  a Rams  practice,”  said 
Henley.  ‘The  big  thing  is  that  the 
kids  get  to  see  us  as  real  people. 
This  is  all  for  the  kids.” 

The  day’s  event  began  with  a 
program  prior  to  the  clinic  stress- 
ing the  importance  of  the  staying 
in  school,  avoiding  gangs,  and 
being  drug-free. 

The  NFL  stars  talked  about  how 
to  be  successful  in  life.  They 
earned  success  not  only  because  of 
their  athletic  talent,  but  also  be- 
cause they  made  the  right  choices 
off  the  playing  field. 

Time  was  provided  for  getting 
cards  and  t-shirts  autographed  by 
the  players.  Goody  bags  filled  with 
NFL  memorabilia  were  a big  hit 
with  each  participant  in  the  clinic. 
Carol  Gaskill,  Santa  Ana  Bn  A&PA 


Serving  our 
youth 


Recruiters,  spouses,  children, 
and  staff  from  the  Santa  Ana  Battal- 
ion all  volunteered  to  participate  in 
the  NFL  Super  Bowl  XXVII  Youth 
Clinic,  attended  by  a crowd  of 
2,500  youths. 

Fifty-five  National  Football 
League  players  were  on  hand  at 
California  State  Fullerton  to  tutor 
the  boys  and  girls  on  more  than  just 
football  skills. 

“It  started  out  as  an  opportunity 
to  show  the  kids  the  importance  of 
education  and  staying  off  drugs,” 
said  a representative  from  the 
event’s  largest  sponsor. 

Giving  back  to  the  community 
was  a theme  expressed  by  many  of 
the  professional  athletes  who  volun- 
teered for  the  event. 

Los  Angeles  Raiders  kicker,  Jeff 
Jaeger,  liked  the  atmosphere  of  the 
event.  “It  makes  you  feel  good  to 
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federal  funds  to  programs  that  do 
not  allow  the  Secretary  of  Defense 
access  to  students  on  campuses  or 
to  certain  students  information  for 
recruiting  purposes.  Talk  about 
LRL  refinement .... 

Coming  attractions 

■ DEP  Loss  Survey 
(USAREC,  18-22  Feb) 

■ Prime  Market  Propensity 
Focus  Groups  (USAREC, 
22-25  Mar) 

■ Influencer  Focus  Groups 
(USAREC,  28-31  Mar) 

■ In-Service  Focus  Group 
(ARI,  24  Feb  - 12  Mar) 

■ Special  Survey  of  In-Service 
Military  Personnel  on  Homo- 
phobic  Issues  (ARI,  29  Mar  - 
3 May) 

■ Sample  Survey  of  Military 
Personnel,  revision/adminis- 
tration to  measure  impact  of 
homophobic  concerns  (ARI, 
May-Jun) 

Questions  or  comments?  Call 
1-800-223-3735,  extension  4-0776. 

Fastest  growing  occupations 

Occupation  Projected  range  of  growth 


Home  Health  Aides 

78%  - 103% 

Systems  Analyst  & Computer  Scientist 

66%  - 87% 

Personal  & Home  Care  Aides 

64%  - 87% 

Medical  Assistants 

62%  - 85% 

Human  Services  Workers 

59%  - 82% 

Radiological  Techs  & Technicians 

58%  - 80% 

Medical  Secretaries 

57%  - 70% 

Psychologists 

55%  - 72% 

Travel  Agents 

51% -70% 

Correction  Officers 

49%  - 74% 

Rule  change  may 
reduce  Pell  Grants 

About  1 .2  million  college  stu- 
dents may  have  Pell  Grants  re- 
duced or  eliminated  next  school 
year  unless  Congress  fixes  a prob- 
lem with  the  way  the  grants  are 
calculated.  A joint  statement  by 
national  organizations  represent- 
ing higher  education  stated  the 
problem  involves  changes  in  the 
formula  for  determining  who  gets 
Pell  Grants,  cash  earmarked  for 
the  neediest  students.  The  changes 
could  reduce  or  eliminate  grants 
for  628,000  single,  independent 
students  who  work.  James 
Appleberry,  president,  the  Ameri- 
can Association  of  State  Colleges 
and  Universities,  says  fixing  it 
will  cost  $600  million  to  $1  billion. 

Studies  find  tuition 
aid  up  at  US  colleges 

The  College  Board  Survey 
recently  reported  that  tuition  and 
fees  at  public  4-year  colleges  and 
universities  went  up  10  percent  for 
the  1992-93  school  year,  to 


$2,315,  and  7 percent  at  private 
4-year  institutions,  to  $10,498. 
The  increase  at  public  schools  is 
smaller  than  in  1990-91,  when 
costs  rose  13  percent.  At  private 
colleges,  costs  went  up  more  than 
6 percent. 

The  College  Board  Survey  also 
found  that  74  percent  of  available 
student  aid  was  provided  by  the 
federal  government  last  year, 
down  from  more  than  80  percent 
10  years  previously.  The  largest 
source  of  aid  was  the  Guaranteed 
Student  Loan  Program,  including 
Stafford  Loans,  Supplemental 
Loans  for  Students,  and  Parent 
Loans  for  Undergraduate  Stu- 
dents, which  provided  approxi- 
mately 45  percent  ($13.7  billion) 
of  all  aid  to  students.  The  propor- 
tion of  aid  provided  by  institu- 
tional and  other  grants  grew  from 
12  percent  to  20  percent  during 
the  period,  while  state  grants  re- 
mained unchanged  at  6 percent. 

Action  on  the  Hill 

The  House  Armed  Services 
Committee  introduced  a new  bill 
(LRS  Designator  H.R.  0375)  on 
February  16, 1993,  that  will  deny 


Source:  U.S.  Bureau  of  Labor  Statistics 
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HOT  messages 

RECUSAR  message  93-009 
provided  information  for  guidance 
counselors  on  the  job  description 
for  MOS  92A10,  Automated 
Logistical  Specialist. 

Guidance  counselors  will  en- 
sure that  all  soldiers  holding  reser- 
vations for  MOS  92A  (formerly 
76C,  76P,  76V,  76X)  are  made 
aware  of  the  new  job  description 
and  course  length  for  MOS  92A. 

The  following  job  summary  is 
provided  for  guidance  counselor 
and  applicant  information.  A com- 
plete job  description  will  be  in  the 
next  printing  of  AR  611-201. 

a.  Major  duties:  The  automated 
logistical  specialist  supervises  and 
performs  management  of  stock  re- 
cord/warehouse functions  pertain- 
ing to  receipt,  storage,  distribution 
and  issue  of  class  I,  II,  and  III 
items  and  maintains  equipment  re- 
cords and  parts.  Skill  level  MOS 
92A10  performs  material  and  ac- 
counting functions,  receipt,  stor- 
age, issue,  distribution, 
requisition,  and  maintains  equip- 
ment records  and  prepares  parts 
lists. 

b.  Course  length:  13weeks/lday 

For  all  USAR  applicants  who 
enlisted  in  the  U.S.  Army  Reserve 
in  MOS  76C,  76V,  76X,  or  76P 
prior  to  1 Nov  1992,  guidance 
counselors  will  ensure  the  re- 
quired statement  is  completed  and 
placed  in  the  ship  packet  NLT  1 
March  1993.  This  is  particularly 
crucial  for  SP2  individuals  plan- 
ning to  attend  AIT  and  return  to 
college  in  the  fall.  Guidance  coun- 
selors requiring  assistance  in  iden- 


tifying affected  individuals  should 
contact  the  USAR  ROC. 

Guidance  counselors  who  do 
not  have  a current  AR  61 1-201 
should  contact  their  brigade  opera- 
tions for  a complete  job  descrip- 
tion of  MOS  92 A 10,  Automated 
Logistical  Specialist. 

RECUSAR  message  93-011 , 
Part  I,  provided  guidance  on 
USAR  Nurse  reservation  proce- 
dures. All  nurse  recruiters  and 
guidance  counselors  need  to  re- 
view the  message. 


RECUSAR  message  93-015, 
Subject:  Modified  USAR  Mission 
Box  Definition. 

On  3 Mar  93,  and  running 
through  RSM  May,  to  ensure  mis- 
sion success  and  to  encourage 
writing  all  open  categories,  USAR 
recruiter  mission  box  accomplish- 
ment was  changed  and  is  based 
upon  the  following  criteria: 

a.  1 00  percent  of  the  UF  7 1 1 
volume  mission  must  be  obtained. 

b.  Minimum  50  percent  of  the 
UF  71 1 volume  mission  must  be 
NPS.  All  open  NPS  categories 
will  count.  See  following  exam- 
ples: 


■ UF  7 1 1 volume  mission  of  2 
(1  NPS/1  PS)  must  enlist  1 
NPS  (any  category  open) 
and  1 PS  for  a total  of  2. 

UF  71 1 volume  mission  of  3 
(2  NPS/1  PS)  must  enlist  at 
least  2 NPS  (any  category 
open)  and  1 PS  for  a total  of 

3. 

UF  7 1 1 volume  mission  of  4 
(2  NPS/2  PS)  must  enlist  at 
least  2 NPS  (any  category 
open)  and  2 PS  for  a total  of 

4. 

Qualification  for  team  concept 
under  the  modified  mission  box 
will  remain  the  same  as  current 
policy. 

The  individual  recruiter,  station, 
company,  battalion  or  brigade 
may  still  achieve  mission  box  by 
obtaining  their  assigned  UF  7 1 1 
by  category. 

As  provided  in  recent  guidance, 
the  G4,  HA,  and  NA  production 
will  be  closed  as  DA  quality  mini- 
mums  are  reached.  B production 
will  be  monitored  to  control  acces- 
sions when  required.  Above  cate- 
gories are  on  a first  come,  first 
served  basis. 

Questions  and 
comments 

If  your  have  a question  or  an 
idea  you  want  to  share  with  oth- 
ers, write  us.  Please  be  as  detailed 
as  possible. 

Send  mail  to  our  new  address: 
HQ  USAREC 
Director  of  Reserve  Affairs 
ATTN:  RCRC-PPS-TIPS 
Fort  Knox,  KY  40121 

POC  is  MSG  Hirnikel,  1-800- 
223-3735,  extension  4-0873. 
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ALBANY 

SFC  Drue  M.  Michaud 
SFC  Patick  Arriola  Duron 
SSG  Jeffrey  Scott  Kelsey 
SFC  Theodore  Griffith 

BALTIMORE 

SFC  Marshal  Williams 
SFC  Ronald  Winalski 

BRUNSWICK 

SSG  Paul  Asselin 
SFC  Henrey  D.  Jetty 

CLEVELAND 

SFC  Alexander  E.  Glenn 

DALLAS 

SSG  Kartez  M.  Cook 

DENVER 

SFC  Bruce  A.  Walker 

DES  MOINES 

SSG  James  Akers 
SFC  Randall  J.  Metzinger 


ALBANY 

SFC  Patrick  M.  Shiland 
SGT  Gary  W.  Lapine 
SFC  Thomas  W.  Sylvester 
SFC  David  Frantz 
SGT  Paul  M.  Plasencia 
SFC  Roberto  Santiago 

BECKLEY 

SSG  Nathan  L.  Wright 
BRUNSWICK 
SSG  Randall  Bowles 
SSG  Jeffrey  S.  Wright 
SFC  Mary  A.  Spellman 

COLUMBUS 

SGT  Larry  E Herwig 
SSG  Michael  W.  Rutledge 
SSG  Dannie  Dunn 
SGT  Alonzo  C.  Kelly 

DALLAS 

SSG  Timothy  J.  Gilbert 
SSG  Tony  Gillespie 
SSG  Melvin  L.  Holliday 

DENVER 

SFC  John  M.  Brassard 


Rings 


HOUSTON 

SSG  Robert  James  Innes 

INDIANAPOLIS 

SFC  David  M.  Cass 

JACKSON 

SFC  Clarence  Rucker 
SSG  Jimmy  F Bolls 

JACKSONVILLE 

SSG  Ricky  V.  Gray 

MSG  Emil  Christopher  Benyacko 

KANSAS  CITY 

SFC  Lawrence  S.  King 
SFC  Mary  L.  Cunningham 

LOS  ANGELES 

SFC  Darrell  Parker 

MIAMI 

SSG  Carlos  Medina 
SFC  Margarita  Lopez 
SSG  Clarence  Lake 


MONTGOMERY 

SFC  Gary  Kimbrough 
SFC  Lester  Bates  Jr. 

SSG  Elmer  Duncan 

NASHVILLE 

SFC  Michael  E Hooks 
SFC  Thomas  E.  Sparlin 

NEW  YORK  CITY 

SFC  James  K.  Bowers 

OKLAHOMA  CITY 

SSG  James  W.  Sorrelis 
SFC  Charles  H.  Ellenbeck 
SSG  William  J.  Brown 
SFC  Randall  P Henderson 

PHILADELPHIA 

SSG  Paula  Pressley 
SFC  James  T.  Christman 

RALEIGH 

SFC  Richard  D Tilley 

TAMPA 

SFC  Curtis  L.  King 


MILWAUKEE 

SFC  Thomas  J.  Dockendorf 


Gold  Badges 


I MM 


DES  MOINES 

SFC  Dennis  M.  Hebl 
SSG  James  O'Neal 

HARRISBURG 

SSG  Robert  E.  Hamilton 
HOUSTON 
SGT  Charles  B.  Parker 
SSG  Christopher  L Allard 

JACKSON 

SSG  Reginald  Marable 
SSG  Kenneth  P.  Williams 

JACKSONVILLE 

SGT  David  C.  Crews 
SGT  Cameron  Cranston 
SSG  James  W.  Gilmore 
SGT  Richard  E.  Frey 
SSG  Cesar  Lozano 
SGT  Rodney  Vaness 
SSG  Guy  W.  Brown 

KANSAS  CITY 

SSG  Jon  E Decavele 

MIAMI 

SSG  Raul  Cervantes 
SSG  Jerome  VanDyke 
SSG  Milton  Carter 


MINNEAPOLIS 

SGT  Randall  S.  Tollin 
SSG  Kelly  G.  Jacobs 

MONTGOMERY 

SGT  Kenneth  D.  Day 
SGT  Richard  Coffin 

NASHVILLE 

SSG  Gregory  K.  Jackson 
SGT  Jerry  L.  Parker 

NEW  ORLEANS 

SGT  Dale  H Howard 

PHILADELPHIA 

SFC  Frederick  C Gilbert 
SGT  Steven  A.  Ehrlich 
SGT  Daniel  Wahl 

PHOENIX 

SFC  Gary  Knott 
SGT  Douglas  Taylor 
SSG  Gary  W.  Smith 

PITTSBURGH 

SSG  Marland  Montgomery 
SSG  Leslie  O Sines 

PORTLAND 

SSG  Kirk  E.  Kobak 


SSG  Joseph  K.  Rasmussen 
SGT  Jason  A.  Tostado 

RALEIGH 

SGT  Donald  S.  Jernigan 
SSG  Matthew  Hintz 

SACRAMENTO 

SSG  Don  R.  Sharpe 

SALT  LAKE  CITY 

SGT  Kent  R.  Clarin 
SSG  Joseph  E.  Smith 
SSG  James  D Ward 
SSG  Kelly  D.  Clark 
SFC  Randall  J French 
SSG  Farrel  Ferrin 

SAN  ANTONIO 

SSG  Kenneth  Grey 

SEATTLE 

SFC  Charles  B.  MacNeil 

SYRACUSE 

SGT  Jerald  V.  LaBrake 

TAMPA 

SFC  Phyllis  M.  Newhouse 
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RSC  Schedule 


Cinema  Vans 

RSM  April 

ALBANY,  Mar  30  - Apr  9 
BALTIMORE,  Apr  12  - 16 
DENVER,  Apr  16  - 26 
DES  MOINES,  Apr  5 - 13 
HARRISBURG,  Apr  5 - 26 
MIAMI,  Apr  5 - 26 
NASHVILLE,  Apr  5 - 26 
NEW  ORLEANS,  Apr  2 - 15 
PITTSBURGH,  Mar  30  - Apr  2 
PHOENIX,  Apr  5 - 23 
PORTLAND,  Apr  5 - 26 
TAMPA,  Apr  19  - 26 
SYRACUSE,  Apr  20  - 26 

RSM  May 

ALBANY,  May  10  - 14 
DENVER,  Apr  27  - 30 
HARRISBURG,  Apr  27  - 30 
HOUSTON,  May  3 - 21 
INDIANAPOLIS,  May  14  - 15 
LOS  ANGELES,  May  5 - 31 
MIAMI,  Apr  27  - May  1 
MINNEAPOLIS,  May  6-11 
NASHVILLE,  Apr  27  - 30 
PHILADELPHIA,  May  4 - 31 
PORTLAND,  Apr  27  - 30 
RALEIGH,  May  4 - 14 
ST.  LOUIS,  May  3 - 29 
SYRACUSE,  Apr  27  - May  7 
TAMPA,  Apr  27  - 30 

Cinema  Pods 

RSM  April 

ALBANY,  Apr  1 - 26 
COLUMBUS,  Mar  30  - Apr  26 
KANSAS  CITY,  Apr  5 - 26 
LOS  ANGELES,  Apr  5 - 26 
MILWAUKEE,  Mar  30  - Apr  2 
NEW  ORLEANS,  Mar  30  - Apr  26 
NEW  YORK,  Apr  1 - 26 
PITTSBURGH,  Apr  3 - 26 

RSM  May 

COLUMBUS,  Apr  27  - May  7 
FORT  KNOX,  Apr  29  - May  7 
KANSAS  CITY,  Apr  27  - May  7 
LOS  ANGELES,  Apr  27  - May  21 
MILWAUKEE,  May  14  - 16 
NEW  ORLEANS,  Apr  27  - May  7 
PITTSBURGH,  Apr  27  - May  7 
SYRACUSE,  Apr  28  - May  31 

High  Tech 

DALLAS,  Apr  5 - 22 
MINNEAPOLIS,  May  1 - 7 
PITTSBURGH,  May  17  - 31 


Answers  to  This  Month’s  Test 

1.  C,  USAREC  Reg  380-3,  para  5-13a(2) 

2.  B,  USAREC  Reg  380-3,  para  5-1 4c 

3.  D,  USAREC  Reg  621-2,  para  2-2g(5) 

4.  C,  USAREC  Reg  621-2,  Table  1-1 

5.  C,  USAREC  Reg  350-7,  para  7-5a 

6.  A,  USAREC  Reg  350-7,  para  8-4 

7.  A,  USAREC  Reg  350-7,  para  4-20a 

8.  A,  USAREC  Reg  350-7,  para  G-3 

9.  C,  USAREC  Reg  601-37,  para  5-6a 

10.  D,  USAREC  Reg  601-37,  para  5-6a 

11.  C,  USAREC  Cir  601-87,  para  1-4a 

12.  C,  USAREC  Pam  350-7,  para  6-9b 

13.  B,  USAREC  Pam  350-7,  para  6-9e 

14.  B,  USAREC  Pam  350-7,  para  6-1  la 

15.  B,  USAREC  Pam  350-8,  para  4-1 0a 


Training  Tip 

To  improve  your  presention  of  features  and 
benefits,  analyze  your  four  most  recent  inter- 
views. How  may  facts  did  you  need  to  present? 
How  many  benefits  did  you  give  your  prospect? 
Could  you  have  presented  fewer  facts  in  a more 
appealing  and  convincing  manner  to  get  the  sale? 

Since  all  buying  decisions  are  based  on  emo- 
tions, improve  your  success  by  presenting  fewer 
facts  and  channeling  them  to  the  prospect’s  spe- 
cific emotion  through  benefits.  To  do  this,  iden- 
tify several  benefits  for  each  feature  of  an 
enlistment  or  commission  into  the  Army  and  the 
Army  Reserve,  and  then  practice  placing  the 
proper  bridges  between  the  claim,  the  fact,  and 
the  benefits.  This  is  the  key  to  presenting  fea- 
tures and  benefits  properly. 
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